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DURING PAST TEN YEARS 


(1924 to 1934) 
. Minnesota Mutual. ..... 29% 
All Companies. ....... 54% 
Assets ......... + Minnesota Mutual ...... 147% 
All Companies. ....... 110% 


Insurance in Force 





REASONS — 


. A Liberal General Agency Contract— . A unique supervisory system— 


. A Financing Plan for the Agency— 
. A Plan for Financing your men— 
. Unique Sales Helps— 


. A Policy for every purpose — juvenile, 
women, group, wholesale, etc.— 


. A tested Organized Selling Plan— 
. A detailed plan for finding—training men— 


. Accounting methods for your office that tell 


you just where you're heading— 


. An understanding, co-operative, sympa- 


thetic Home Office— 


. An old substantial, Mutual Company—over 


50 years—Not too big to know you—Big 
enough to command respect anywhere. 





If interested ask for booklet ‘“‘FACTS’’ ! 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Con Mu Topics 


A SURE WAY—The purchase of 
a life insurance policy is one of the 
few sure ways of putting compound 
interest continuously to work in our 
behalf and “time is of the essence.’ 
One penny put at 2% compound 
interest at the beginning of the 
Christian era would now be a fund 
of $389,000,000,000,000. 


TRUE VALUE—When life insur- 
‘ance is paid to a widow or to an 
elderly person, its true value is 
many times its face value. 


TO IMPROVE PERSISTENCY 
—To improve your persistency rec- 
ord make every effort to see that a 
policyholder’s wife understands a 
policy and what it can do. Once a 
wife is sold on a policy and its im- 
portance in her and her husband’s 
life, the chances of a lapse are 
greatly lessened. 
* * * 

ESSENCE OF LIFE INSUR- 
ANCE—“It seems to me,” writes 
a Connecticut Mutual official, “the 
essence of the service of life insur- 
ance is contained in the thought 
that while it does not create wealth 
it gathers together average dollars, 
stores them up and releases them 
at the time of greatest need, thereby 
in effect increasing their utility 
value.” 





* * * 
GOOD BUSINESS?—If it is good 
business for the million dollar cor- 
poration to insure the life of its 
president, is it any less good busi- 
ness for the one-man business to 
receive the same protection? 

* * & 
SIMPLE PROGRAMMING — 
Many a prospect has been scared 
beyond recovery by having a too 
complicated program or analysis 
made of his present and proposed 
insurance estate. And yet we must 
admit that there are times when the 
thoroughness with which a program 
is carried out must impress the 
prospect favorably, even though he 
may not take the time to investi- 
gate each minute detail outlined 
therein. A good way to combine 
both methods is to show the com- 
plicated. program and have a simple 
explanation of it, or summary, on 
the first two or three sheets on dif- 
ferent colored paper. 

* * & 


QUOTE AUTHORITY — In all 
steps of the sales interview — 
whether it be your approach, the 
presentation itself, your answer to 
some objection, or your method of 
motivating a prospect to action — 
it is a proven fact that much of 
your power of conviction has been 
lost unless resort is made to the 
quotation of authorities. 
* * 


ON A FRIENDLY BASIS—“To 
me there are absolutely no stran- 
gers,” comments a Connecticut Mu- 
tual agent, “because as soon as we 
have met we are at least acquainted 
and on speaking terms and the 
longer we are acquainted, the more 
friendly we become." 











* 

ALL ARE PROSPECTS — Mar- 
ried men, married women, single 
men, single women—all are pros- 


pects for Clean-up Insurance. 
er The Fourth ina Series of Panels De- 


FORGETFULNESS — To forget ‘ 
the fundamental importance of signed to Coordinate and Classify the 


proper prospecting is to court fail- . 
ure, discouragement and a series of Many Practical Helps Available to 


headaches. 
oe e The Connecticut Mutual Field Force. 
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Municipal Taxes 
Are Big Problem 


Cities Continuing to Find Old 
Ordinances for Taxing 
Insurance 


EACH SITUATION DIFFERS 


Much Cumbersome Detail Involved in 
Keeping Account of Transactions 
for Tax Purposes 


NEW YORK, Dec. 12.—A rising tide 
of tax levies upon insurance companies 
on the part of municipalities through- 
out the country is reported by execu- 
tives. There are very few new tax or- 
dinances being passed, but every week 
or so some town discovers an old tax 
ordinance and proceeds to bill the in- 
surance companies and usually includes 
back taxes. 

Each case presents a different prob- 


lem. It may be a license tax for the 
agent and the company, a_ personal 
property tax on accounts receivable or 
an occupational tax based on premiums 
written, which is really equivalent to a 
regular premium tax. 

The company must investigate the 
local situation, discover whether the 
tax ordinance is based on statutory law, 
whether it is a first, second or third 
class city. 


Much Correspondence Involved 


_ A vast amount of correspondence is 
involved. Usually the city authorities 
have only a vague notion of what they 
are trying to do and their replies to 
correspondence are equivocal and un- 
satisfactory. It is hard to pin the city 
authorities down to any thing. 

Some times a company will send a 
special agent into the city to investi- 
gate. If the situation gets too “hot,” 
very often the company individually or 
a company association must hire local 
attorneys. N 

The accounting department cannot 

keep track of when the taxes are due in 
the various municipalities and, of course. 
It would be suicide to write out to the 
_~ and ask them for this informa- 
10n, 
_ This trend has been noted for some 
time and that it is continuing at a rapid 
rate is reported by those who have been 
following the situation. 

It is a source of exasperation to 
those charged with responsibility for the 
tax affairs of the company. The cost 
of the tax itself is not the only expense 
y any means. The amount of time 
spent on these various situations at the 
home office is expensive. 

The fire companies load the rates to 
take care of the taxes in the various 
municipalities, but the casualty compa- 
nies do not do so in a systematic way. 
ome agitation is being heard in favor 
of the casualty companies keeping up 
more systematically with these  in- 


Creased levies. 








Life Advertisers Body Has 
Eastern Round Table Meet 


—_——. 


SEVEN TELL THEIR TECHNIQUE 
Representatives of Companies With 
Winning Exhibits at Swampscott 
Address New York Gathering 





NEW YORK, Dec. 12.—C. P. May- 
field, Fidelity Mutual, presided over the 
eastern round table of the Life Adver- 
tiser Association here Tuesday. 

The seven speakers were chosen from 
those eastern life companies whose ex- 
hibits received first awards in their 
classifications at the recent Swampscott 
convention. 

Miss M. F. Barber, Penn Mutual, ex- 
plained the purpose of the series of 
booklets her company has prepared for 
distribution to its field force. Each 
booklet emphasizes a particular type of 
protection or old age income covering a 
different plan each month. 

The sales promotion methods of the 
Metropolitan Life were discussed by M. 
C. Fisher. The result of a field survey 
is the basic selling plan now provided 
by the Metropolitan for all its agents, 
he said. 

A. H. Reddall, Equitable of New 
York, told how his department organ- 
ized itself to produce the weekly bul- 
letin “Equitable Agency Items” and 
gave many pointers in this work. In 
closing, Mr. Reddall paid tribute to 
William Alexander who conceived the 
idea of a weekly periodical for agents 
25 years ago. 

Following the luncheon C. V. Pick- 
ering, Aetna Life, reported on the prog- 
ress of life insurance week plans. Mr. 
Pickering is chairman of the Life Ad- 
vertisers’ committee on publicity for 
that campaign. He said more complete 
plans are to be announced next month. 


Philadelphia Printer Heard 


Julius Weyl of a Philadelphia printing 
firm was the only outside speaker. He 
urged his hearers to follow a “live and 
let live” policy in dealings with printers 
and publishers. 

The direct mail advertising campaign 
of the Massachusetts Mutual, which 
won first award at Swampscott, was ex- 
plained by Seneca Gamble. He said the 
cooperation of the general agents is es- 
sential to the success of such an under- 
taking. 

K. H. Mathus, Connecticut Mutual, 
led a forum which he called “35 Ways 
of Stretching the Life Insurance Ad- 
vertising Dollar.” All present submitted 
contributions on this subject and there 
was a wide discussion. 

Assisted by Mr. Reddall and B. N. 
Mills, secretary Bankers Life of Iowa, 
Mr. Mathus followed with a discussion 
of the organization and functioning of a 
sales promotion department. Thirty- 
five members of the association attended 
the round table. 

A sub-committee to be known as the 
advisory research committee to inquire 
into the matter of newspaper, magazine 
and trade journal advertising was ap- 
pointed. It consists of K. R. Miller, 
Sales Research Bureau, chairman; 
A. H. Reddall, Equitable of New 
York, J. M. Blake, Massachusetts Mu- 
tual; J. C. Slattery, Guardian Life, and 
K.-H. Mathus, Connecticut Mutual. 


Marshall Predicts Another 
Hobbs Measure in Congress 





PEOPLE DEMAND PROTECTION 





Superintendent of Insurance of District 
of Columbia Points Out Pres- 
ent Conditions 





WASHINGTON, D. C., Dec. 12.— 
Insurance Superintendent Marshall pre- 
dicts that Congressman Hobbs’ bill or 
one of similar import will be introduced 
again in Congress to deal with the sub- 
ject of insurance companies operating 
in states without being licensed and 
using the mails to solicit and transact 
business. He stated that undoubtedly 
this is a major problem with many com- 
missioners. Although they fear an act 
like the Hobbs’ bill would tend toward 
federal regulation, yet Superintendent 
Marshall does not hesitate to say that 
something of this nature ultimately is 
bound to be passed and all hands there- 
fore should agree on a workable meas- 
ure that will be least likely to lead to 
more stringent federal’ control. 

Outside of the commissioners them- 
selves there has been a growing feeling 
that the people need greater protection 
and that the commissioners are helpless 
under present conditions to cope with 
the situation as unlicensed concerns are 
running at will, preying on the people 
and nothing can be done. Under the 
United States Supreme Court decision 
the companies are allowed to transact 
business in the states by mail whether 
they are licensed or not. 


Illinois Insurance Code Bill 
Is Finally Killed by Senate 


SPRINGFIELD, ILL., Dec. 12.— 
The proposed Illinois insurance code 
was killed by the Illinois senate 
Wednesday, and it will not be revived 
until the next regular session of the 
general assembly in 1937. : 

Senator L. O. Williams, Clinton, 
called up the code for passage and ex- 
plained its good points. Senator Harold 
G. Ward, Chicago, argued, however, 
that the code had no place in the spe- 
cial session and it should be dropped 
until the regular session. 

The vote on the bill was 18 to 6. 
Williams did not make a motion to post- 
pone consideration, so the bill is dead. 








Best Christmas Present 
For Your Good Producers 


Nothing makes a better Christ- 
mas present than a subscription 
to a live wire insurance news- 
paper which your agents will read 
and use, not just on Christmas 
day but 12 months in the year. 
Subscribe now to The National 
Underwriter, using the handy gift 
card enclosed with this issue, and 
see that your men are equipped 
to face the insurance problems of 
1936 with full knowledge of con- 
ditions and trends. Mail the card 
right now. 

















Tense Issue Seen’ 
on Examinations 


Much Interest in Action of Na- 
tional Association of Insur- 
ance Commissioners 


RESULT IS COMPROMISE 


Effect, It Is Hoped, Will Bring About 
Better Feeling in the 
Ranks 


There was a tense situation at times 
in New York City when the National 
Association of Insurance Commission- 
ers met, the chief issue arising over the 
question of examinations. Some minds 
are rather confused as to the compro- 
mise reached and speculate as to the 
meaning of the resolutions passed. Per- 
haps in a way the subject had been un- 
duly exaggerated largely because of the 
fear of the organization dividing into 
blocs. This was accentuated because 
President W. A. Sullivan, Washington 
insurance commissioner, was in favor of 
the regional conference system. He 
has developed into a real politician. At 
the time of the annual meeting he had 
commanded a rather formidable follow- 
ing and being elected president and’ 
carrying a larger number of members 
of the executive committee he was rid- 
ing comfortably in the saddle. 


Suspicious of Regional Meetings 


Many did not know just what was 
back of the Western Conference of In- 
surance Commissioners that met at 
Phoenix, Ariz., just prior to the New 
York meeting. Then after the Seattle 
convention President Sullivan called the 
southern commissioners to meet him at 
Memphis. At that time it developed 
that there was a movement on to fer- 
ret out taxes that were supposed to be 
due states in that section that had not 
been paid, this being particularly the 
case with the fire companies doing an 
interstate business issuing large floaters 
on western policies. Afterwards a con- 
tract was entered into with Merkle & 
Martin of New York City, accountants, 
who have developed a very sizable 
amount of unpaid taxes for Texas. The 
southern commissioners entered into a 
contract with this firm to make a tax 
audit. 

Doubt as to Action 


These incidents accumulated in vol- 
ume and momentum. Therefore, when 
the commissioners arrived in New York 
City, there was considerable doubt as 
to what was going to be done. Some 
of the more important departments and 
conservative commissioners felt that 
the convention system of examinations 
as has been practiced might be set aside 
and they felt that the blocs established 
might result in the disintegration of the 
parent body. The western conference 
had made a suggestion that similar or- 
ganizations be formed in other regions 

(CONTINUED ON PAGE 12) 
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Responsibility of Field Managers for Profit 


of Companies Viewed by Whatley 


Companies will watch profits from in- 
dividual agencies more closely in future, 
and general agents and managers will 
be held increasingly responsible for 
profitable operation of their companies in 
the territory, while success of the agen- 
cies will be determined less by volume 
of business obtained than profits shown 
to the company, Vice-President S. T. 
Whatley of the Aetna Life predicted at 
the annual “presidents’ night” dinner of 
the New York Life Managers Associa- 
tion in New York City. 

“Certainly the time is ripe for all of 
us to give serious thought to whether 
or not we are doing a good job in the 
marketing of life insurance,” said Mr. 
Whatley. “One of the three sources of 
profit to companies—excess interest— 
seems destined to be non-existent, at 
least for the next few years. This being 
true, will not the companies watch more 
closely the profits or losses from under- 
writing and savings in expense of opera- 
tion? No one of you can afford to rep- 
resent a company, whether stock or 
mutual, which does not operate at a 
profit. Well managed life insurance 
companies will continue to keep them- 
selves in their present enviable positions 


financially.” 


Find Agents Lag Behind 
Institution in Public Esteem 


Mr. Whatley led up to this statement 
by pointing out that “on all sides we 
hear that life insurance as an institution 
has risen in public esteem during the 
past six years but that the life insur- 
ance agent has not correspondingly 
risen in that same public esteem. 

“It is about time that those of us who 
are responsible for the marketing of life 
insurance stand before the mirror and 
take stock,” he continued. “With this 
thought in mind I propose to ‘think out 
loud’ to you, knowing that you will not 
agree with many of my thoughts, but 
hoping that I may stimulate some think- 
ing on your part—for, believe me, its 
time for us to do some real serious 
thinking. 

“During the past five years the life 
insurance companies of the United 
States have placed on their books ap- 
proximately 100 billion of new life in- 
surance and yet today there is actually 
less life insurance in force than five 
years ago. 


Raises Question Whether ; 
Compensation Method Is Right 


“Is our method of compensating the 
agent geared to meet present conditions? 
The average life insurance salesman’s 
earnings are far from attractive. Under- 
paid men do not render the type of un- 
selfish counsel to which the client. is 
entitled and for which he is paying 
through renewal commissions which he 
is told are service commissions. 

“In seeking the services of a new man, 
do we dare tell him the average earn- 
ings of the men under contract in our 
agencies? If we do, and if he assumes 
that he is only an average man, how can 
we expect to interest him in the busi- 
ness of selling life insurance? We must 
immediately convince him that he is con- 
siderably above the average and this 
gives us an extra hurdle to get over. 


Sees Added Function 
for Agency Managers 


“In my opinion, the general agent and 
manager are destined to occupy a posi- 
tion of greater responsibility with their 
companies. No longer are they to be 
regarded as purely sales managers. 
They are going to be entrusted with the 
responsibility of making profits for their 
companies in their respective localities. 


greater responsibility in underwriting 
matters. No home office underwriter is 
smart enough to make money for his 
company without the aid of the general 
agent and manager. They should be 
increasingly rewarded for persistent 
business, as should the agent. 

“For instance, how much business are 
you now servicing on your books and 
mailing the renewal or service checks 
to someone no longer in your agency or 
possibly no longer in the life insurance 
business? Can you hope to have your 
new agent service that business hon- 
estly when he is constantly confronted 
with the temptation to re-write and put 
it on his own account? In my opinion, 
much thought should be given to some 
plan which will be fair to the original 
agent and at the same time fair to the 
policyholder, to the end that he gets the 
service for which he pays. This is some- 
thing to which we at the home office 
must give thought, and in turn, we will 


need the counsel of you men who are 
daily meeting these problems. 

“During the past year, more than 50 
companies have signed the agency prac- 
tices agreement drawn up and sponsored 
by the committee of the Life Agency 
Officers Association headed by Frank 
H. Davis, vice-president of the Penn 
Mutual Life. This appears to be one 
of the most important steps ever taken 
by a large group of representative com- 
panies, but in my opinion, it is only the 
beginning of what is to follow. 

“It is estimated that there are 150,000 
licensed life insurance agents in America 
and it is generally conceded that less 
than 50,000 of this number produce 
more than 85 percent of the total busi- 
ness written each year. If this be the 
case, it would appear that every agency 
in the country might easily reduce its 
number of agents to one-third of the 
present number and then require a 
standard of performance which would 








Brother Act 


Captivating 











HENRY 8S. NOLLEN 


A very interesting and unique “big 
brother act” was put on the stage at the 
meeting of the Association of Life In- 
surance Presidents. Henry S. Nollen, 
president Equitable Life of Iowa, served 
as chairman of the meeting. When it 
came time to receive greetings from 
other organizations, his brother, Gerard 
S. Nollen, president, Bankers Life of 
Iowa, spoke for the American Life Con- 
vention of which he is president. The 
Nollens, both being company presidents 
and distinguished in their calling, have 
an unusual background of life insur- 
ance training. 


Henry Introduces Gerard 


Chairman Nollen, in introducing the 
president of the American Life Conven- 
tion, said that he was wholly convinced 
as he never had been before that it is 
much easier to talk about a subject of 
which one knows only a little, than a 
subject one knows thoroughly. In the 
introduction he said, “I am afraid that 
the remarks one brother is inclined to 
direct to the ear of another might not 
be appropriate under the circumstances. 
A natural modesty, however, prevents 
me from being complimentary and be- 
sides, I fear the shock might prove too 
much for him. I shall also refrain from 





They are going to be entrusted with a 





giving you any personal sidelights as I 





GERARD S. NOLLEN 


know too much about him. He, in turn, 
knows a great deal about me and might 
some day have a chance to retaliate.” 

Then Brother Gerard took the plat- 
form, shaking hands with Brother 
Henry. He, too, said that he should 
refrain from telling all that he knew 
about the presiding officer. Being the 
younger brother, he said, however, that 
he .had done his best to follow the 
example of Brother Henry. Therefore, 
he might hold him responsible for his 
own faults. 

Brings A. L. C. Greetings 

Then Brother Gerard used his rela- 
tionship with the presiding officer in a 
very clever way in bringing greetings 
from a brother organization. He said 
that it seemed to him the relationship 
between the two organizations was in 
many respects similar to the relation- 
ship between the presiding officer and 
the speaker. He stated it was a case of 
brother greeting brother. There is one 
difference, however, he pointed out, in 
that individuals are brothers by birth 
and the associations are brothers by 
adoption or mutual consent. Like the 
individuals, associations may differ occa- 
sionally in determining the methods of 
procedure to be followed to reach a cer- 
tain goal, but Brother Gerard said, “We 


probably result in very little falling of 
of production for a year or two and then 
almost assuredly result in an increased 
production of a higher type of business 
from a more succesful and creditable 
type of agent. 

“This condition would undoubtedly 
make for a better persistence of business 
in force. It would create a more favor- 
able attitude on the part of the public 
toward the life insurance salesman and 
would make our problem of recruiting 
far simpler. If we can approach this 
plan, we will have men seeking vacancies 
in our agencies when such vacancies are 
created through promotion, death, or 
otherwise. 

“Those of us who have been in the 
business 20 years or more realize the 
utter lack of training which was given 
to men entering the life insurance busi- 
ness in the old days. Then you will re- 
call that suddenly about 15 years ago 
there was a great movement in the direc- 
tion of educating the agent. In my 
opinion, many of us have during the 
past 10 years confused education with 
training. Those of you who play golf 
realize that we cannot learn to play the 
game from reading textbooks by Bobby 
Jones or Walter Hagen. Good, earnest, 
consistent practice on the golf course is 
the only thing which will improve our 
game. 

“No substitute has ever been found for 
successfully training the life insurance 
agent in the field through joint solicita- 
tion with the general agent, manager or 
salaried assistant. I am wondering if 
the time will not come when your home 
offices will survey your facilities for 
training and will refuse to agree to your 
putting on more men than you can 
properly train and supervise. 


Greater Responsibility for 
Field Managers Predicted 


“IT am not predicting that your home 
offices are planning to take over any of 
your duties or any of your authorities, 
but on the contrary, it is my prediction 
that they are gradually going to shoulder 
upon you greater responsibilities—re- 
sponsibilities for the proper selection of 
agents which in turn will give a proper 
selection of business. 

“IT hear a great deal of discussion 
among agency officers, general agents and 
managers, as to the practicability of re- 
cruiting men through salaries, thereby 
getting the pick instead of taking those 
who have been picked over by other 
lines of business. My own company for 
over 15 years has picked from the gradu- 
ating classes of the colleges about 12 
to 15 men per year. We have brought 
them to the home office on salaries and 
put them through three months of in- 
tensive training and then assigned them 
to our various agencies to sell and serv- 
ice our group life insurance. Our ex- 
periment has ceased to be an experi- 
ment. Our percentages of successes 
have been remarkably high, or in other 
words, our ‘mortality’ has been almost 
negligible. Universities know of our 
plan and our success and now annually 
present to us their very best men. 


Company Trained Men 
Seem to Do Very Well 


“It may interest you to know that 
nearly a dozen of these young men so 
selected are now our general agents in 
various sections of the country. Is this 
the answer? I don’t know. But I do 
think that I know that we have got to 
raise the standard of our representation 
and it takes money to attract good men 
and to hold them. 

“We have got to make life insurance 
selling attractive, or more attractive than 





never differ as to principle, as to policy.” 


(CONTINUED ON LAST PAGE) 
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Some Features of 
Presidents’ Muster 


Speakers Attracted Attention and 
Spoke on the Stewardship 
Theme 


SKETCHES OF PROGRAM 


Commissioner Sullivan of Washington 
Cited Some Problems Confronting 
the Life Insurance Business 


The annual meeting of the Associa- 
tion of Life Insurance Presidents in 
New York City this year as usual 
brought a well balanced program. The 
program makers carry on special tradi- 
tions in the structure from year to year 
which bring to the meeting a certain 
amount of uniformity in one way and 
yet diversity in the other. For instance, 
there is always a Canadian statesman 
invited. Then there is an investment 
paper given by some authority in the 
way of a life insurance financial execu- 
tive. Some national educator is invited 
but unfortunately President Dodds of 
Princeton University was in Cuba on an 
electoral assignment and could not get 
back to the United States in time. 


U. S. Statesman Invited 


Then there is some statesmen from 
the United States invited. In view of 
the fact that President Dodds could not 
be present United Sates Senator Moore 
of New Jersey substituted and did it in 
a big way. Then there was Governor 
McAllister of Tennessee. Furthermore 
there is always a medical director and 
an agency executive on the program to 
present their side. Greetings are always 
received from the American Life Con- 
vention, and Canadian Life Insurance 
Officers Association and the National 
Association of Life Underwriters. These 
items in the program make up the uni- 
formity but in bringing together men to 
speak on these subjects from year to 
year there is much variety of treatment. 
The rest of the program is made up of 
experts from different lines. 


Canadian Statesman Speaks 


Manager V. P. Whitsitt called the 
meeting to order and stressed the theme 
of the convention, “Life Insurance—a 
Stewardship for One Hundred Million 
Americans.” He introduced the chair- 
man, President Henry S. Nollen, Equi- 
table Life of Iowa, who did a fine piece 
of work. . 

As is usual, a prominent Canadian 
statesman is invited to these annual 
meetings as a tribute to the Canadian 
companies that are members. This year 
W. H. Moore, member of parliament, 
was chosen. He was buttressed by 
President Leighton McCarthy of the 
Canada Life, who escorted him to the 
front row. Chairman Nollen said that 
Mr. Moore persists in being listed in 
the Canadian parliamentary guide under 
the title of “farmer.” He is a graduate 
of the University of Toronto. The 
chairman stated that in addition to be- 
ing an economist, Mr. Moore is a philos- 
opher and -an author of considerable 
note. He was one of the confidential 
advisors of the pioneer railroad men 
who built the Canadian Northern. He 
served as chairman of the advisory 
board on tariffs and taxation. Among 
other accomplishments, the chairman 
stated that Mr. Moore refreshes himself 
during most of the year by an early 
swim before breakfast in Lake Ontario. 
His home and farm are located on this 
ake. 

Mr. Moore revealed himself as a mas- 
ter of wit. During his entire address he 





Union Mutual Observes 
His Golden Anniversary 














SYLVAN B. PHILLIPS 


President Phillips of the Union Mu- 
tual Life observed his 50th anniversary 
of active service with the company in 
which he started as a stenographer. He 
was advanced to the presidency from 
vice-president in 1933. He was born 
in 1866 at Portland and has been a life 
long resident of the city. 








elicited merriment throughout the hall. 
He claimed to be only a politician and 
viewed the world largely from _ that 
standpoint. After listening to the intro- 
duction of Mr. Nollen, Mr. Moore said, 
“Your chairman has said I am a philos- 
opher. As a philosopher, I sometimes 
(CONTINUED ON PAGE 24) 


Outstanding Session at 
Presidents’ 


Annual Meet 





The outstanding session of the annual 
meeting of the Association of Life In- 
surance Presidents was in many respects 
the Friday morning one because of the 
speakers themselves, their distinctive 
personalities and the outstanding char- 
acter of the contributions made. The 
first speaker was President George Wil- 
lard Smith of the New England Mutual 
Life, one of the broad-minded, best 
trained life insurance executives in the 
country, who gave in dialogue form 
some popular information regarding tax- 
ation as a part of life insurance. It was 
not only a scholarly and comprehensive 
effort, but in it was much practical in- 
formation what undoubtedly will be used 
throughout the country to inform pol- 
icyholders and the public. Two succeed- 
ing speakers made special reference to 
Mr. Smith’s paper as being one of the 
high spots of the convention program. 


Gerard Nollen Made a Hit 


Following Mr. Smith there came the 
president of the American Life Conven- 
tion, Gerard S. Nollen, who is head of 
the Bankers Life of Iowa, a man easy 
on his feet, a spontaneous speaker, most 
impressive and delightful in manner. He 
made one of the big hits of the conven- 
tion and coming from the great open 
spaces his philosophy and sincerity were 
captivating to his audience. .The Ameri- 
can Life Convention was organized 30 
years ago and the Life Insurance Presi- 
dents Association 29 years ago. The 
American Life Convention has 130 mem- 
bers and the Presidents’ body something 
over 60 members. President Nollen 
called attention to the desirability of the 
utmost harmony in the conduct of these 
two great bodies. He said it would have 





been most unfortunate if during recent 











The plan’s success now 


Independence Square 





Progress of Part-Time Solution 


The solution of the part-time situation, devised by the 
Agency Practices Committee of the Association of Life 
Agency Officers, embodies these chief features :—Full-time 
contracts in communities of 50,000 population or more; 
part-time in communities with less than 50,000; present 
part-timers in full-time communities to change to full-time 
by December 31 or leave the business. 
protect the full-timer, recognize the necessary part-timer, 
serve the public better, and reduce turn-over. 


Fifty-three companies, representing 64% of outstand- 
ing life insurance volume, have already signed the pact. 


should fail, for lack of united support by Agency officials 
and their Home Offices,—upon whom is the sole responsi- 
bility for the reform,—collateral and even unrelated issues 
may creep in to plague the companies greatly. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


The object is to 


appears probable. But if it 


Philadelphia 




















years any jealousies had cropped out. 
The harmony between the two, he said, 
signifies unity of purpose on a high 
plane. 

President Nollen enunciated some life 
insurance philosophy that brought with 
it the sentiment of great “bread basket” 
of the country. He said, for example, 
that it does not make any difference to 
John Jones and his family whether he 
constitutes one of the few thousand pol- 
icyholders of a small company or 
whether he is one of several million in 
a large one. What he is interested in is 
the benefit to him and his family. That 
is a question in which companies should 
be interested. He said it makes no dif- 
ference whether a policyholder is a 
member of a company in the east .or 
west, north or south, stock or mutual, 
large or small. The two organizations, 
he said, represent the executive officers 
of all companies and, therefore, they are 
the ones that are the inspiration for all 
other organizations. 


Two Important Fields 


President Nollen referred to two 
fields which he considers of vital im- 
portance for treatment the coming year. 
He said that in the first place it is a 
matter of great importance that the com- 
panies should plan to disseminate in- 
formation which will be of an educa- 
tional nature to policyholders. In past 
years, he said, great stress has been laid 
on size of companies and the great vol- 
ume of business produced. President 
Nollen said that in his opinion the serv- 
ice of companies should be stressed. He 
asserted that companies need to teach 
their policyholders that the business of 
life insurance is a cooperative enter- 
prise. Unless this matter is brought 
home to the policyholders in a simple 
way, he predicted that the companies 
will run into great difficulties. 


Public Needs Enlightenment 


Then he said that individually and 
collectively all have a responsibility in 
helping to educate the public. He said 
there is great need for intelligent and 
clear thinking. In many quarters, he 
acknowledged, that is not being done. 
President Nollen said that the country 
is on the verge of developing a danger- 
ous spirit of sectionalism. Too many 
people, he declared, look at the prob- 
lems, both national and international, 
from a purely local point of view. There 
are extreme idealists who are wholly im- 
practical in their attitude and they are 
having an influence on the public mind. 


Interest Is Nation-wide 


_ The life companies, he said, represent- 
ing 60,000,000 policyholders are in an 
ideal situation to have an impartial at- 
titude. They are interested not in one 
section, in one industry but are inter- 
ested in all. Because of the diversity of 
their investments, because their business 
is in all parts of the country, naturally 
they have a sweeping view. Their inter- 
est is nation-wide. Therefore, he said, 
the companies should develop intelligent 
conclusions themselves and secondly, as 
stewards of life insurance they should 
make their contribution not only to the 
business but also to the development of 
the country. 


L. O. Schriver’s Message 


Another speaker at the Friday morn- 
ing session who brought a worth-while 
message was President L. O. Schriver 
of-the National Association of Life Un- 
derwriters, general agent of the Aetna 
Life at Peoria. Mr. Schriver has an in- 
teresting background. He is a graduate 
of Syracuse University, a native of Con- 
necticut and served in the Connecticut 
legislature. He became an agent of the 
Aetna Life at Middleton, Conn. He was 
called in 1925 to the home office to be- 

(CONTINUED ON PAGE 25) 
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The high value of good 
management never ap- 
pears on the annual bal- 
ance sheet of a life in- 
surance company... . 
Yet, it is good manage- 
ment that has given 
Continental Assurance 
24 years of continuous 
growth . . . sound un- 
derwriting . . . sound 
control . . . and sound 
investing. 


ASSURANCE 
COMPANY 


CHICAGO 


Affiliated with Continental Casualty Company 



























Resistance Seen 
to Federal Hand 


Important Decision Is Rendered 
By the United States 
Supreme Court 


PARALLEL TO INSURANCE 


Case Came Up Regarding Building and 
Loan Associations Regulated 
by the State 


NEW YORK, Dec. 12.—Implications 
ef a strong resistance by the United 
States Supreme Court to any possible 
moves by the federal government to 
take a hand in insurance company su- 
pervision are seen. by company lawyers 
in the court’s unanimous decision this 
week holding that state-regulated build- 
ing and loan organizations, even though 
their members are willing, may not place 
themselves under federal control unless 
the state in which they are domiciled 


consents to this arrangement, which in 
this case was Wisconsin. 


Unconstitutional Encroachment 


The decision declares that ‘the Home 
Owners’ loan act, to the extent that it 
permits the conversion of state associa- 
tions into federal ones in contravention 
of the laws of the place of their cre- 
ation, is an unconstitutional encroach- 
ment upon the reserved powers of the 
states.” 

That the Supreme Court clearly con- 
siders that insurance companies would 
be considered on all fours with building 
and loan associations may be logically 
inferred from the following. 


Extract from the Decision 


“Tf Section 5 (I) may be upheld when 
state laws are inconsistent, any savings 
bank or insurance company as well as 
any building and loan association, may 
be converted into a savings and loan 
asociation with a charter from the cen- 
tral government, provided only that 51 
percent of the shares represented at a 
meeting vote approval of the change. 
Indeed, as counsel for the petitioners 
insisted at our bar, the power of trans- 
formation, if it is adequate in such con- 
ditions, is not confined to building and 
loan associations or savings banks and 
insurance companies or to members of 
the Home Loan Bank, except by the 
adventitious features of this particular 
enactment. It extends in that view to 
moneyed corporations generally and 
even to other corporations if Congress 
chooses to convert them into creatures 
of the federal government. Compulsion, 
by hypothesis, being lawful, the per- 
centage of assenting shares voted in a 
given instance or exacted by a given 
statute, assumes the aspect of an acci- 
dent.” 


Conclusion from Decision 


In other words, it would appear that 
the Supreme Court is holding that if the 
principle of the federal government su- 
perseding the state’s authority were con- 
stitutional when done with the consent 
of the corporation or association in- 
volved, it would be equally legal if the 
federal government were to supersede 
the state’s jurisdiction without the cor- 
poration’s consent. 

Inducements offered by the federal 
government constituted the reasons why 
the Wisconsin building and-loan asso- 
ciations in this case were willing and 
anxious to become savings and loan as- 
sociations under federal charter. 


M. C. Sachs, special agent for the 





Prudential in Union City, N. J., has com- 
pleted 35 years of*service. ion 


Analysis Shows 
Promptness in 


Death Payments 





The promptness with which life jp. 
surance companies meet claim payments 
was told by Douglas E. C. Moore, vice. 
president Pacific Mutual Life, in a talk 
before the Life Presidents meeting in 
New York. Out of 919,205 death claims 
totaling $814,481,941 which were ana- 
lyzed, 98.23 percent were paid in full, 
a total of $802,448,663. The experience 
was furnished by 48 life companies that 
paid 91 percent of the total claims in 
1934. Out of these 48 companies 36 
pay 87 percent of their claims within 
one day of receipt of due proofs of 
death, while 11 pay 77 percent of their 
claims within two days and one 95 per- 
cent in three days. 


Fraud, Misrepresentation Charged 


Of the small fraction of cases rejected, 
totaling 6,711, amounting to $12,036,161, 
total payments of $3,849,214 were made 
in settlements. In nearly half these 
cases the grounds for the company’s 
action were fraud and misrepresentation. 
Other grounds included: insurance never 
effective, assured disappeared, insurance 
lapsed or expired, suicide, prior pay- 
ments, misstatement of age and rival 
claimants. 

As the cost of life insurance is de- 
pendent very largely upon the amount 
paid out on each claim, the company 
owes a duty to all its policyholders to 
protect them against increase in cost of 
their insurance which results in the pay- 
ment of unjust claims, declared Mr. 
Moore. 

Settlement Options Great Aid 


Another important aspect of life in- 
surance stewardship for the beneficiary 
is in connection with modes of settle- 
ment available under the instalment in- 
come option, either by direction of the 
assured during the life of the policy or 
on his death at the option of beneficiary. 
Hundreds of millions of dollars are left 
with the companies at a guaranteed 
minimum rate of interest, the payments 
being made to beneficiaries in the agreed 
manner for a stated period of time or 
for life. The entire assets of the com- 
panies are behind these agreements as 
well as other policy obligations, and the 
beneficiaries have the benefit of experi- 
enced management and diversification of 
investment risk in the administration of 
their funds. Guaranteed monthly in- 
come is often an important—and in 
many instances the most important— 
problem of life, declared Mr. Moore. 
Life companies have made a real cor- 
tribution to its solution in the large va- 
riety of plans available to fit the particu- 
lar needs of the individual or family. 


Plan Newark’s Centennial 


John R. Hardin, president Mutual 
Benefit Life, heads the committee which 
is planning to celebrate the centennial 
birthday of Newark, N. J., next March. 
Other members are Edward D. Duffield, 
president, and Franklin D’Olier, vice- 
president of the Prudential, Edward E. 
Rhodes, vice-president Mutual Benefit 
Life, John R. Cooney, president Fire- 
men’s of Newark, Paul B. Sommers, 
president American of Newark, and Col. 
iba B. Ballantyne, Commercial Cas- 
ualty. ; 


Discusses Probate Procedure 


’ Judge Arthur Dolan of the Suffolk 
county’ superior court spoke on “Pro- 
bate Procedure,” before the Boston Life 
Insurance Trust Council. 


H. W. Huston, Salisbury, Md., manager 
Continental American Life, has been aP- 
pointed a member of the Maryland re- 
lief survey committee. : 
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J. A McLain Tells 
Part of Agent in 
Building Business 











bs 


“Our agency system has been charged 
with the responsibility of solving the 
marketing problem in our business and 
its results in the past decade or two are 
such that it is unnecessary to extol the 
American agency system,” said James 
A McLain, vice-president Guardian 
Life, speaking on “Stewardship—and the 
American Agency System” before the 
Life Presidents Association. 

The agency plant of any company, 
said Mr. McLain, is the only major 
asset (or liability) which does not ap- 
pear on its balance sheet. Company 
mortality, he said, to an extent fre- 
quently unappreciated—is a reflection of 
the character and calibre of its sales 





force. A company’s stability is vitally 
affected by its agency plant’s capacity 
and ideals. 

_Mr. McLain said major agency plant 
divisions were agents, field management 
staff, home office agency executives and 
senior executives. To the agent’s clien- 
tele, he is the company. Through him, 
the contract of life insurance is created— 
and the stewardship of life insurance for 
that particular policyholder and _ his 
beneficiaries comes into being. 


Trusteeship Shining Example 


The agent must be truly representative 
of his company. In large measure, the 
company expects the field management 
staff to discharge the company steward- 
ship for the agent. Agency policy and 
the performance of the field management 
staff and, through it, the agency plant, 
is determined by the agency executive 
whose job is one of the most interesting 
in life insurance, Mr. McLain stated. 
As far as the field is concerned, he is 





spokesman for the company. The agency 
executive should be given equal voice 
with other officers in the program of the 
company. 

True stewardship of the agency sys- 
tem exercised by the executive officers 
will solve many of the problems con- 
fronting the business today. Many of 
the 250,000 people are engaged in life 
insurance salesmanship and management 
because of life insurance’s reputation for 
stewardship of 100 million Americans. 

“No institution can long retain its 
record for performance for consumers 
if it fails to discharge simultaneously 
its obligations to that part of its organ- 
ization which brings together consumer 
and company. Life insurance steward- 
ship for policyholders and their bene- 
ficiaries stands out as the shining 
example of trusteeship in American 
business,” Mr. McLain concluded. 


The Volunteer State Life has ap- 
pointed U. V. Whipple, Jr., manager at 
Cordele, Ga, 














Use Subscription Card 
Inserted in This Issue 





Now is the time for every in- 
surance man to equip himself to 
face the insurance problems of 
1936. Non-subscribers of The 
National Underwriter should or- 
der their personal copies by sign- 
ing the enclosed card and mailing 
it immediatelv. The weekly copies 
of The National Underwriter 
cover every phase of the impor- 
tant insurance news. In addition, 
The National Underwriter also 
publishes several educational 
monthlies. The Accident & Health 
Review is the only publication de- 
voted exclusively to that line and 
contains many effective sales 
ideas. Use the enclosed subscrip- 
tion card and mail it right now. 














MAN OF PROPERTY 


S, swiftly does the world move, that it is difficult to believe 


Life insurance brought about the change that makes it possible 


that hopelessness was once part of the lives of the great mass of humankind. 
Yet the years are few—scarcely more than the average span of life — 


since security became available to all men. 


for every man who works for a wage, however modest, to become a man of 


property. It has replaced fear with hope, uncertainty with confidence. 
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Some Flashlights Taken at 
New York City Meetings 





At the annual meeting of the Life 
Presidents Association there are always 
a few executives that sit very near the 
front and thus add ballast to the whole 
meeting. The front row people this 
year as usual consisted of Secretary 
William Alexander and President Park- 
inson, Equitable Life of New York; 
President T. A. Buckner, New York 
Life; President E. D. Duffield and Vice- 
president Alfred Hurrell of the Pruden- 
tial. the westerners there were 
President Isaac Miller Hamilton of the 
Federal Life and President J. E. Reilly 
of the Old Line Life of Milwaukee who 
were front seat men. 


oe ae 


The detail and handling the work of 
the Life Presidents Association is in the 
hands of the executive office under 
Manager V. P. Whitsitt. The staff of 
men is most efficient. Associated’ with 
Manager Whitsitt are Actuary Bruce 
Shepherd, Statistician C. F. Creswell, 
Assistant General Counsel R. L. Hogg, 
Associate Attorney F. De F. Ross, As- 
sistant Secretaries Mott A. Brooks and 


R. B. Crane. 
* Ox 


William Marshall Bullitt, well known 
attorney of Louisville, who does much 
work for the large life companies and 
who was formerly solicitor general dur- 
ing the Woodrow Wilson administration, 
attends the Presidents’ meeting every 
year. 

* * * 

Manager W. M. Dewey of the Edge- 
water Beach Hotel, Chicago, mingled 
with the people in the lobby at the 
Presidents’ meeting, he knowing a num- 
ber of company officials. 

* * x 


John J. King, head of the Hooper- 
Holmes Bureau, gave a dinner one eve- 





ning in honor of President G.S. Nollen of 
the Bankers Life of Nebraska, who is 
also president of the American Life Con- 
vention. C. G. Taylor, Jr., vice-presi- 
dent Metropolitan Life, acted as toast- 
master. Mr. King extended greetings 
and made a most admirable host. Those 
called upon to speak were F. H. Davis, 
vice-president Penn Mutual; W. J. Gra- 
ham, vice-president Equitable Life of 
New York; H. K. Lindsley, vice-president 
Farmers & Bankers Life; D. EB. Brad- 
shaw, president Woodmen of the World 
at Omaha; President H. L. Seay, South- 
land Life; Executive Vice-president 
Claris Adams, American Life of Detroit; 
Col. C. B. Robbins, manager American 
Life Convention, and Insurance Commis- 
sioner E. A. Smith of Utah. Mr. Nollen 
made acknowledgment-of the honor that 
was paid him. 
* * 


United States Senator A. Harry Moore 
of New Jersey, who spoke to the Life 
Presidents Association Friday morning, 
was brought to the meeting by President 
E. D. Duffield of the Prudential, who sat 
beside him until he spoke. Vice-presi- 
dent Alfred Hurrell of the Prudential 
also acted as bodyguard. 


* *K 


President D. E. Bradshaw, Woodmen 
of the World at Omaha, attended all the 
sessions of the presidents’ convention. 


* *K  * 


G. S. Van Schaick of Rochester, N. Y., 
former New York superintendent, was 
present part of the time at the commis- 
sioners’ meeting and later attended the 
Presidents’ convention. 

* * * 

Usually the New York superintendent 
at roll call gives a long number of offi- 
cials of his department that are present. 
This yeaf Ohio surpassed New York. 
Superintendent R. L. Bowen was present 
and recorded the following as being also 
at hand: Actuary W. A. Robinson, Deputy 





L. H. Kreiter, Assistant Superintendent 
Raymond Rhodes, Chief Examiner Claude 
Beals, Special Investigator E. E. Cotrin, 
Messrs. Donifon and Miller from the 
attorney general’s office, and R. P. 
Cragin, manager real estate bureau. 


* * * 


John A. Hartigan of St. Paul, inspec- 
tor of agencies of the Equitable Life of 
New York and former Minnesota com- 
missioner, spends considerable time at 
New York. He arrived there Nov. 4. He 
arranged for the Equitable Life lunch- 
eon Wednesday noon of last week. He 
is one of the best known of the former 
commissioners. 

* * * 


Insurance Director Ernest Palmer of 
Illinois and Mrs. Palmer attended the 
Army-Navy football game at Philadel- 
phia. They met their son, Ernest 
Palmer, Jr., of Amherst, who attended 
the game with them. 

* * * 


Commissioner John J. Holmes of Mon- 
tana came from the seat of the earth- 
quake zone. He has an unerring herald 
of earthquake disturbances in the way 
of his dog. He keeps ‘the canine at his 
home and about a half an hour or so 
before an earthquake disturbance the 
dog begins to howl in a funereal fashion. 
Then the~Holmes family runs to the 
earthquake cellar and awaits develop- 
ments, 

* * * 


There was much favorable comment 
on the luncheon that was inaugurated 
Tuesday noon during commissioners’ 
week given by the executives of com- 
panies in New York City. The affair was 
largely attended, good fellowship was 
evidenced and the commissioners and 
their camp followers were highly appre- 
ciative. It was a welcome innovation 
and the details were handsomely carried 
out. 

* * * 

Commissioner DeCelles of Massachu- 
setts, one of the best looking men of 
the convention, highly intelligent, made 
his debut at the commissioners’ meeting. 
He left a fine impression on those with 
whom he came in contact. 

* * 

The new Nebraska commissioner, 
Charles Smrha (pronounced Smerha) 
presents an appearance that no one will 
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Credit Manager Tells of 
Increased Reporting Use 











Increased demands for information on 
the excessive user of intoxicants and 
the need for more accuracy in Teporting 
the specific drink habits of an individual 
covering the amount of consumption, 
type of consumption and where con- 
sumed, was revealed in a talk before the 
Chicago Home Office Life Under- 
writers Association Dec. 12 by J. P. 
McDowell, manager of the Retail Credit 
Company. 

He said that the following are some 
of the questions of importance to life 
companies: “Is the bootlegger still ac- 
tive? Is the applicant connected with 
the sale or manufacture of liquor, beer 
or wine in states where repeal has not 
been legalized? What is the present 
status of the liquor question in dry 
states, and what is the public attitude 
toward drinking?” ’ 

Other outstanding developments dur- 
ing the last five years, according to Mr. 
McDowell, are obtaining information on 
the aviation activities of applicants, 
changes in their financial conditions and 
on fraudulent rings operating to the 
detriment of life companies. 








forget. He has a shock of white hair 
that resembles Mark Twain. His speech 
and expression make him individual in 
his characteristics. 


* ok Ox 


Albert Pingrey, deputy commissioner 
of Vermont, is one of the youngest of 
the state officials, he being 29 years of 
age. His father was formerly Vermont 
governor. 

* * x 


R. Leighton Foster, general counsel 
Canadian Life Officers Association and 
formerly Ontario superintendent, had in 
tow his successor, H. S. MeNairn, 31 
years of age, who impressed all with 
his intelligence and sincerity. Mr. Foster 
will continue to attend the conventions. 








Christmas 9 v9 


The period of all-time sales! 


People buy at Christmas time. 


cember. 
resistance. 


The sales volume for the year reaches a new high in De- 
People are in the mood to spend—the spirit of Christmas breaks down sales 


The life insurance salesman who is prepared will get his share of December business. 


All Jefferson Standard representatives are prepared — they are using Merchandising 
Idea Number Twelve—“The Christmas Present.” 


A. R. PERKINS, Agency Manager 
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JULIAN PRICE, President 
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Medical Directors’ Dean 
in 50th Year of Service 






















DR. JOHN W. FISHER 


Dr. John W. Fisher, medical director 
Northwestern Mutual Life, dean life 
medical directors, will complete 50 years’ 
service Dec. 15. He was appointed as- 
sistant medical director Dec. 15, 1885, 
becoming chief medical director in 1896 
on the death of Dr. L. W. McKnight, 
the company’s first medical director, ap- 
pointed in 1864. Dr. Fisher has served 
under four company presidents. Born 
at Terre Haute, Ind., Sept. 10, 1848, Dr. 
Fisher completed his education at the 
University of Wisconsin and Rush Med- 
ical College, Chicago. His outstanding 
achievement was the introduction of 
blood pressure determination in routine 
examinations. Under Dr. Fisher’s direc- 
tion, the first blood pressure reading 
was recorded in 1906 in an examination 
for the Northwestern Mutual. A dinner 
in his honor will be given Dec. 13 in the 
company auditorium. 


C. W. Colgrove Now Has 
Several Propositions 











C. W. Colgrove, who springs up every 
so often with a proposition connected 
with insurance, now appears as general 
agent of the National Institute for Wel- 
fare Economics, Brooklyn building, 
Seattle. The institute seems to be a 
sort of mutual benefit concern. His 
mailings, which include a blast at mu- 
tual legal reserve companies, a demand 
for federal regulation of insurance and a 
boost for the National Institute for Wel- 
fare Economics, also include an order 
blank for Gladstone portable radio 
phonographs, automatic oil burners, hot 
water heaters and some other items. 

Colgrove went to Pulaski, Va., to pro- 
mote a coal mine. Later he organized 
a scheme to sell large policies to groups 
of business men with an agreement that 
the first man to die should allow 25 
percent of his insurance to be credited 
towards the premiums of the survivors 
of the club. He sold some of this in- 
surance but it was later disbarred bv 
the courts. 

At one time he organized small as- 
sessment societies in Illinois and put on 
what he called the “Golden Hour” plan. 

In his mailing which blasts mutual 
legal reserve companies, he advocates 
policyholders withdrawing their “sav- 
ings” with the insurance companies for 
Investment elsewhere and buying low 
cost term insurance. 

In the application for insurance in 
the National Institute for Welfare Eco- 
nomics, the interrogatory is preceded by 
the statement: “I am in favor of United 
States government regulation of life in- 
surance companies, and their rates and 
Practices.” There are annual dues of 
$20 for $5,000 “protection” in addition 
to the “payment for death losses,” which 
at age 35 amounts to $31.35. 








Mississippi Gives Warning 


as to Unlicensed Concerns 





MANY OUTFITS SEEN IN LIST 


Commissioner Johnson Tells Citizens 
They Deal With Such Concerns 
at Their Peril 


Commissioner Johnson of Mississippi 
has sent a warning to citizens of his 
state regarding unlicensed companies. 
He says they are taking thousands of 
dollars of premiums out of the state. 
He states that any one dealing with 
unlicensed companies does so at his 
peril. Many of the companies included 
in the list, regarding which warnings 
are made, are mutual benefit assessment 
outfits. 


Unlicensed Concerns Listed 


The mutual benefits and kindred con- 
cerns concerning which warning is made 
are as follows: 

American Aid, South Bend, Ind.; Amer- 
ican Aid, Shreveport, La.; American Aid, 
Pittsburg, Tex.; American Aid, Willow 
Hill, Ill.; American Aid, Springfield, I11.; 
American Benefit, Shreveport, La.; Amer- 
ican Life, Shreveport, La.; American Pro- 
tective, Pueblo, Colo.; Bankers Health & 
Accident, Houston; Capital Mutual Bene- 
fit, Denver; Century Benefit, Rockford, 
Ill.; Eldorado Mutual Life, Los Angeles; 
Federal-Postal Employees, Denver; Fi- 
delity Mutual Benefit, Jacksonville, Fla.; 
Fidelity Mutual, Minneapolis; Family 
Mutual Benefit, Phoenix, Ariz.; Farmer- 
Labor Benefit, Council Bluffs, Iowa; 
Franklin Assurance, St. Louis; Franklin 
Life Benefit, St. Louis; Globe Mutual 
Benefit, Phoenix, Ariz.; Guaranty Union 
Life, Beverly Hills, Cal.; Guardian Benefit 
Association, New Orleans; International 
Peace Officers Protective Union, Jack- 
sonville, Fla.; Improved Order of Red 
Men, Philadelphia; Inter-State Protec- 
tive, Pueblo, Colo.; Lincoln Burial, Mem- 
phis; Lincoln Mutual Benefit, Fargo, 
N. Dak.; Lincoln Aid, Chicago; Louisiana 
Mutual Benevolent; Master Life, Holly- 
wood Cal.; National Aid, Springfield, I11.; 
National Accident, Springfield, Ill.; Na- 
tional Mutual Benefit, Houston, Tex.; 
National Mutual, Jacksonville, Fla.; Na- 
tional Protective Union, Denver; Na- 
tional Protective, Kansas City, Mo.; Na- 
tional Mutual Accident, Houston, Tex.; 
National T. B. A. Benefit, Orange, Tex.; 
Nurses Mutual Protective, Jacksonville, 
Fla.; Paramount Life, Dallas; Pacific 
National Life, Denver; Pelican Benefit, 
Shreveport, La.; Physicians Health & 
Accident, Houston, Tex.; Postal Life & 
Casualty, Kansas City; Phoenix Mutual 
Protective, Denver; Provident Insurance, 
Dallas; Provident Aid, South Bend, Ind.; 
States Mutual Aid, Mishawaka, Ind.; 
Sterling Casualty, Chicago; Security 
Benefit, Denver; Southern States Indem- 
nity, Memphis, and Huron, S. Dak.; T. B. 
A. National Protective, Lafayette, La.; 
T. W. Bachus & Co., Memphis, and 
Shreveport; T. B. A. American Benefit, 
Lafayette, La.; T. B. A. Benevolent, La- 
fayette, La.; Union Mutual Casualty, Des 
Moines; Universal Protective Associa- 
tion of Indiana, Chicago; United Funeral 
Benefit, Jackson, Tenn. 


Establishes Ft. Wayne Office 


J. W. Haughton, well-known life man 
of Fort Wayne, Ind., has been appointed 
by the Provident Mutual Life as general 
agent in charge of a new agency cover- 
ing the northern Indiana territory. His 
office will be 312 Old-First building, 
Fort Wayne. The territory includes 
Allen, DeKalb, Huntington, Kosciusko, 
LaGrange, Noble, Steuben, Wabash, 
and Whitley countes. 

Mr. Haughton comes from the Sun 
Life of Canada. His life insurance ex- 
perience dates back to 1919. 


James C. Hawes, first editor of the 
Western & Southern “Field News” and 
well known in insurance advertising and 
publicity circles died at his home after 
a short illness. He joined the Western 
& Southern in 1921. 





@ Equip yourself for 1936 by filling in 
the enclosed subscription card today! 












































Fathers, mothers. children... 
listen eagerly for the 


beat ~ off -Leunrs.! 


EVERY Sunday afternoon, as the stirring theme song of 
Roses and Drums goes out over the air-waves, thousands 
of families gather closer to their radios. They listen in- 
tently for the romantic story of Betty Graham that throbs 
against a background of war intrigue. 


They are interested, too, in the true-to-life problems 
about insurance protection that Daniel Stark brings them 
between the acts. Their letters every week prove it! 


Since 1932, month after month, Union Central Life 
agents have received the benefit of this unusual national 
advertising in magazines and on the air. They know how 
to use it to boost their own production, too. In the first 
nine months of 1935, for example, Union Central agents 
paid for 17% more life insurance than for the same period 
of 1934, 47% of this was on the Multiple Protection Plan. 


The 
UNION CENTRAL 
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CINCINNATI 
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CANVASSING: 


THE BEGINNING 
AND ENDING OF 
EVERY SUCCESSFUL 
SELLING STORY... 


5 


To this Sendempetal of the Life Insurance 
profession, The National Life and Accident 
Insurance Company adheres steadfastly. 


The question of prospecting is the ques- 
tion of canvassing. We are happy to report 
that the Shield Man is today receiving more 
help and securing more results than at any 
time in our history. The per-man average of 
our 3,000 agency organization is measurably 
increasing week by week, and has evoked 
favorable comment and inquiry in well in- 
formed life insurance circles. 
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The Shield Company Helps The Man 
in the Field 


Shield Millions 
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| Eckert to Succeed Woodward EB) 








Cc. R. ECKERT 


The Northwestern Mutual Life has 
appointed C. R. Eckert, general agent 
at Columbus, O., since 1931, to succeed 
M. L. Woodward as general agent at 
Detroit, as of Jan. 1. This agency ranks 
fifth in size. No successor has been 
chosen to fill the Columbus vacancy. 
Mr. Woodward will devote his time to 
personal production. 

Mr. Eckert started with the North- 
western Mutual in September, 1917, in 
the general agency of the late J. I. Bekil- 
ing at Columbus. After 13 years as spe- 
cial agent, during which period he won 
several company and association hon- 
ors as a salesman, twice exceeding $900,- 
000 and once $1,000,000 personal pro- 
duction for a year, he was appointed 
Columbus general agent. 


Big Increase This Year 


During his five years in that office, 
the Columbus agency has held produc- 
tion even and written over $3,000,000 
annually, despite the times. This year 
the agency will pay for approximately 
$3,850,000, a 40 percent increase. Mr. 
Eckert has produced personally about 
10 percent of the business during the 
five years. Mr. Eckert was responsible 


—— 





M. L. WOODWARD 


for the successful sales clinics of the 
1935 annual meeting in Milwaukee. 

Mr. Woodward, member of the “Mar- 
athon” club and million dollar writer 
before he became Detroit general agent 
in 1924, has produced over $3,000,000 of 
personal business during the 11 years. 
He is well known by agents from coast 
to coast. He made his first contract 
with the Northwestern Mutual in 1912, 
at the age of 29. After 12 years of suc- 
cessful production, he succeeded W. T. 
Gage as Detroit general agent. Since 
that time the Detroit agency has paid 
for approximately $125,000,000. At the 
end of the 11 months of 1935, the De- 
troit agency was 9.52 percent ahead of 
1934. 

Mr. Woodward has been vice-presi- 
dent and president of the Detroit Asso- 
ciation of Life Underwriters, member 
and chairman of the standing commit- 
tee, as well as vice-president and presi- 
dent, of the Northwestern Mutual As- 
sociation of Agents, and was at differ- 
ent times on the executive committee 
of the General Agents’ Association and 
Special & District Agents’ Association, 
also being past president of the latter. 








General American Life Has 
to Pay on Replaced Policy 





LINCOLN, NEB., Dec. 12.—The 
Nebraska supreme court has entered a 
decree holding the General American 
Life liable on a new policy it had issued 
on the life of Harry S. Morse to replace 
one for a larger amount Morse had held 
for ten years in the Missouri State Life, 
which the General American had rein- 
sured. Both policies provided that in 
event of suicide within a year the com- 
pany was liable for return of premiums 
only. He killed himself a few months 
after the new one was issued. The court 
held that where such a policy was issued 
without a new application or new med- 
ical examination, contained the same 
terms and bore the same date, it will 
be regarded as a continuation of the old 
policy and that the date of the old and 
not of the new policy governs in deter- 
mining the applicability of a suicide pro- 
vision in it. 


Hatzes Increases His Force 


George A. Hatzes, general agent for 
the Mutual Trust Life in Manchester, 
N. H., has appointed W. W. Lee, for- 
merly in educational work, as supervisor 
of agents for his organization. Mr. 


Hatzes has ten active producers in New 
Hampshire and the Merrimac Valley of 
Massachusetts, his territory. He started 
the agency in 1924. Last year he led his 
company’s field forces in personal pro- 
duction and may.repeat this year. 





Investment Funds Required 
Supplied by Life Insurance 





Insurance Director Charles Smrha 
spoke at the Nebraska Life Agency 
Managers Association meeting in 
Omaha. 

“Insurance companies play a very im- 
portant part in two very important 
fields which affect the progress and 
prosperity of the country,” he said. 
“They provide the funds with which to 
carry on the business of an individual 
when he is called from his labors and 
they provide the investment funds for 
the promotion of many lines of bust- 
ness of a permanent character. They 
are to the business world what replace- 
ments are to the army in time of war. 

“The sale of life insurance calls for 
an ethical standard which must be on 
a higher plane than that of any other 
line of business. No profession calls 
for men of higher character, integrity, 
and appreciation of the significance of 
service to humanity.” 


Edward E. Elam has resigned as get- 
eral agent of the Home Life of New 
York at Nashville, Tenn., after 18 years 
of service in that capacity with the 
company. He will retain an agent’s con- 
tract and devote his attention to pée!- 
sonal production. 


Isadore Samuels, Denver general agent 


New England Mutual, spoke to Denver | 


Advertising Club. 
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Effect of Law Violation on 
Auto Death Rate Discussed 


HAZARD SHOULD BE EXCLUDED 








Leeming Analyzes Exception to Risk in 
Accident Policies and Double 
Indemnity Clause 





Because of the mounting toll of auto- 
mobile fatalities the violation of the law 
as an excepted risk under personal acci- 
dent policies and under the double in- 
demnity clause is becoming an increas- 
ingly important subject to insurance at- 
torneys, according to Tom Leeming, of 
Eckert & Peterson, who spoke at the 
monthly meeting of the Chicago Life 
Insurance Lawyers club. 

Mr. Leeming expressed the belief that 
the insurer should be protected from lia- 
bility on a hazard which it never in- 
tended to cover and which it specifically 
excepted from the risk. ; 

“There are those cases where the vio- 
lation is trivial” he pointed out, “such 
as rounding a corner at 10 miles an hour 
instead of eight, as may be required by 
statute, coming to stop without signal- 
ling, etc., when the technical violation 
of the law should not result in loss of 
benefits of the policy. On the other 
hand, there are cases where the viola- 
tion of the law is flagrant and reckless, 
such as driving while seriously intoxi- 
cated or at a terrific rate of speed con- 
sidering the condition of the way. | 

“It will be largely within the province 
of insurance lawyers to determine just 
where, between the two classes of cases, 
the line of equity and justice should be 
drawn.” 


Clauses Limited at First 


Previously, he said, the clauses were 
of a somewhat limited application be- 
cause they were held to cover only 
losses sustained while the insured was 
engaged in the violation of some crim- 
inal statute such as murder, robbery, etc. 
But the doctrine of non-liability spread 
to classes of cases where the breach of 
law did not constitute a felony, but 
amounted to only a misdemeanor. Such 
were the unpremediated assault or af- 
fray cases. 

This doctrine developed rapidly. De- 
fenses were sought to be interposed 
based upon such states of fact as that 
as a result of transporting liquor ille- 
gally, hunting on Sunday contrary to 
the game laws, drinking cocktails made 
of denatured alcohol, failing to halt 
when commanded by an officer, carrying 
concealed weapons on the person, tres- 
Passing on railroad property, etc. Most 
of these defenses were unsuccessful but 
the doctrine continued to grow in spite 
of reverses and received great impetus 
from the invention and universal use of 
the automobile. 


Decisions Not Uniform 


Although the decisions are neither 
uniform in their conclusions nor har- 
monious in their reasoning, Mr. Leem- 
ing stated that death while violating the 
law will not ordinarily absolve the in- 
surer from liability unless the policy so 
Provides, unless a question of public 
Policy is involved and usually the in- 
contestable clause has no application for 
the reason that the risk has never been 
assumed. Where there is no dispute as 
to the facts, the question of whether 
there has been a violation of the law is 
One for the court, but where there is 
a conflict in the evidence the question 
ecomes one for the jury. 
€ cited cases indicating that ex- 
ceeding the speed limits, either in city 
Or open country, either on straight road 
or while rounding corners will bring the 
occurrence within the exception from 
the risk, 


“Football” Teams Feted 


A. M. Embry, Kansas City agency man- 
ager Equitable Life of New York, was 


dance for his “all star” team in its an- 
nual Kansas-Missouri football produc- 
tion contest. The district managers were 
hosts. The 11 high Kansas and 11 high 
Missouri agents were guests. W. M. 
Rothaermel, superintendent of agencies 
central department, and W. E. Walsh, 
head of the inspection department at the 
home office, were present and talked. 


Course for Branch Employes 

_The Life Office Management Asso- 
ciation announces a new institute course 
developed to meet the requirements of 
the field agency cashier and office per- 
sonnel, 

The course was arranged by a com- 
mittee headed by G. W. Skilton, comp- 
troller of the Connecticut General Life. 
It provides for a two year study pro- 
gram with 10 examinations. The insti- 
tute provides text, study outlines and 
model questions. Examinations will be 
given in the home city of the student. 
Upon completion of the course, students 
will be awarded an institute associate- 
ship and will be eligible for the graduate 
course leading to a fellowship designa- 
tion. 

Executive Secretary F. L. Rowland 
observed that the staff of branch offices 
and general agencies has great need for 


Such an office, he states, is an extended 
arm of the home office and it is im- 
portant that the field office staff be fa- 
miliar with home office operations. The 
average branch office employe has little 
opportunity to pursue a directed educa- 
tional program dealing with the basic 
principles of the business. He must de- 
pend largely upon self-education. 


Houze Honored at Dinner 


W. M. Houze, Chicago general agent 
John Hancock, was honored on his 54th 
birthday at a dinner of the agency at- 
tended by Dan W. Flickinger, Indian- 
apolis general agent of the company. 
Henry G. Schafer, superintendent of 
agents, and Frank Keefe of the under- 
writing department, who gave talks. 
About 75 agents were present, from the 
Chicago office and outside territory. The 
affair also commemorated Mr. Houze’s 
32nd anniversary with the John Han- 
cock and concluded a production cam- 
paign. 


United L. & A. Gathering 


The United Life & Accident, Con- 
cord, N. H., is one of the first compa- 
nies to announce as one of its produc- 
tion prizes for part of next year, a trip 





Opportunity Given for 
Subscribing to Review 





An opportunity is given readers 
of The National Underwriter to 
subscribe to the Accident & 
Health Review simply by check- 
ing and signing the card inserted 
in this issue. The Review is the 
only paper published that is de- 
voted exclusively to the accident 
and health business. Any person 
who devotes any part of his time 
to the sales of accident and health 
insurance will find his $2 a year 
subscription to the Review an in- 
— that will return big divi- 
dends. 











derwriters mecting in Boston next Sep- 
tember. This and other plans will be 
discussed at the annual United Life ‘gen- 
eral agents’ gathering to be held in Con- 
cord next Jan. 6-7. . E. Johnson, 
general agent, Mutual Benefit Life, 
Nashua, willl be one of the speakers. 


The Fidelity Life of Phoenix, Ariz., has 





knowledge of life insurance. | to the National Association of Life Un- 





applied for admission into Oklahoma. 




















One of the honor guests at a dinner- 











TODAY’S PICTURE 


In my own time in the life insurance busi- 
ness, | have seen a most tremendous 
change in the selling process. When | 
started in the business the job of selling 
life insurance was almost entirely the job 
of convincing people that life insurance was 
a good thing, and that they should have 
any of it at all. We had to point out why 
Savings Banks and Building Loan Associa- 
tions did not serve the same purpose that 
life insurance served. We had to convince 
people that it was safe. We had to make 
them understand why it was advisable for 
them to pay the higher rates which Legal 
Reserve life insurance required as distin- 
guished from the low rates offered by lit- 
erally thousands of assessment associations. 


Having done these things we had to re- 
sort to every type of sales pressure and 
artifice to in some way get a man's name 
on the dotted line, and get the policy in his 

ossession. This was a necessary phase of 
ife insurance development. The life insur- 
ance man of generations past did a won- 
derful job in mass selling; in convincing 
the American people not only of the sound- 
ness, but of the absolute necessity of life 
insurance. That job has now been done. It 
is rare to find an individual who says he 


does not believe in life insurance. The 
temptation of most life insurance men, if 
they encountered such a person, would be 
not to bother with him, but to go on to 
someone else who was less benighted. 

The problem confronting the life insur- 
ance man today is not just selling policies, 
but what kind of policies, the method of 
their payment and how to weld them into 
a comprehensive plan that will adequately 
meet the requirements of the client and 
his family. Developments in the last few 
years have Pech matters of taxation, of 
the application of methods of settlement, 
of the relationship of life insurance to other 
assets of an estate, all of which require 
highly specialized knowledge. 

Because of this, the most successful life 
insurance men of today are not those who 
are the cleverest salesmen, who have the 
greatest reservoir of tricks of the trade, or 
who are the most insistent. They are rather 
those men who can bring to bear upon the 
problems of their clients the necessary clear 
thinking and expert knowledge, and there- 
sn offer adequate solutions to their prob- 
ems. 


—James A. Fulton 
President, Home Life 


If you would like a copy of this entire speech, write for the booklet "A Career 


or a Job". 


. . or, if you are interested in other material which the Home Life 


has published in the interest of their “Career Underwriters", you may have a 
copy of any of the following booklets: "Client Building Through Estate Planning"; 
"The Making of a General Agent"; "My Daily Dollars"; "Planned Estates". 


HOME LIFE 


INSURANCE COMPANY 


256 BROADWAY HM NEW YORK, N. Y. 


JAMES A. FULTON 
President 


ETHELBERT IDE LOW 
Chairman 


C. C. FULTON, JR. 
Agency Vice-Pres. 


W. P. WORTHINGTON 
Supt. of Agencies 
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Performance - 


VER $100,000,000 has been paid 
to policyholders and their bene- 


ficiaries by The State Life Insurance 
Company of Indiana, from date of or- 
ganization, September 5, 1894. In 1934 
payments to policyholders and bene- 
ficiaries totaled over $7,300,000. Forty 
years of dependable performance indi- . 
cates the strength, security and prog- 
ress of this time-tried, purely mutual 


company. 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 
1935 


1894. © PURELY MUTUAL ° 
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YOURS TO ENJOY 


HAT is the title of a de luxe brochure around 
which Fidelity has built a direct mail work 


plan with which to supplement its successful lead 
service. These two workable tools offer an organ- 
ized plan of work which is unusually resultful. 


A Life Income for You 
That is the selling theme around which the work plan is 


_ It id a theme which induces a cordial r a 


hearing and substantial business. Fidelity in 


aan to its Income for Life plan, Family Income, Family 
Maintenance 
to today’s needs. 


and an Adjustment plan—all peculiarly pomwe f 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


John Morrell Sets Record 
of $4,000,000 Paid to Date 














JOHN MORRELL 


With $3,000,000 already paid in the 
Equitable of New York and over $1,000,- 
000 surplus business placed in other 
companies, John Morrell, the company’s 
leading producer for a number of years 
and a member of the Samuel Lustgarten 
agency, Chicago, probably avain will 
take the lead in his company for 1935 
and may even lead the country for all 
companies in paid business this year. 
Mr. Morrell has business in the mill, 
which with his regular level of pro- 
duction, makes practically certain a paid 
figure of at least $5,000,000. He esti- 
mates that he will close the year with 
$5,500,000 paid business. 

Since entering the business in 1923 
after a civil and construction engineer- 
ing training and experience, together with 
editorial and advertising work for a trade 
paper, Mr. Morrell has paid for $22,473,- 
000 in the Equitable alone, or an average 
of $1,730,000 annually. His surplus 
business placed in other companies has 
amounted to approximately 30 percent 
of his Equitable production, since many 
of his policies are large, so his average 
annual paid production altogether runs 
close to $2,250,000. 


Started Selling in 1923 


He entered the business casually with 
his father, meeting Mr. Lustgarten in the 
old Board of Trade in Chicago, and ac- 
companying his father while the latter 
talked over the possibility of selling life 
insurance. Mr. Lustgarten became more 
interested in the youngster and within 
a few days signed him. 

In his first year Mr. Morrell paid for 
$138,500, in 20 cases with $3,300 pre- 
mium. His production has _ steadily 
grown since, being maintained on a high 
level throughout the depression both in 
volume, number of cases and amount of 
premium. He is a recognized authority 
on inheritance and gift tax, business in- 
surance, etc. Much of his large busi- 
ness has been placed by this means. In 
his youth he barnstormed Illinois in a 
political campaign, making many stump 
speeches, and he uses much of the show- 
manship of the orator in his canvasses, 
although at the same time having pla-- 

his business on a high professional basis. 


Unusual Production Record 


His production record since 1923 is: 
1924, 49 cases, $285,000 volume, $8,350 
premium; 1925, 54 cases, $462,000 vol- 
ume, $12,048 premium; 1926, 96 cases, 
$1,396,500 and $37,808 premium; 1927, 
131 cases, $3,180,750 and $68,012 pre- 
mium; 1928, 110 cases, $2,475,500 and 
$53,055 premium; 1929, 110 cases, $2,- 
157,000 and $53,191 premium; 1930, 78 
cases, $1,581,000 and $51,000 premium: 





@ Say Merry Christmas with a National 
Underwriter subscription—Use the en- 
closed card! Mail it right nowl 
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1931, 88 cases, $1,658,000 and $51,000 
premium; 1932, 37 cases, $1,157,000 and 
$37,000 premium; 1933, 58 cases, $1,879,. 
000 and $74,000 premium; 1934, 63 cases, 
$2,103,000 volume and $88,000 premium; 
1935 (10° months) 85 cases, $3,000 000 
and $135,000 premium. 


Important Point Is Raised 
Question Is Whether Illinois Insurance 


Department Deposit Is Exclusively 
for Policyholders’ Protection 








Objection of the Old Republic Credit 
Life, Chicago, as assignee of State Life 
of Illinois policyholders, to the report 
and recommendation of Receiver Her- 
shey of the latter company on claims 
is based on its contention that the $100,- 
000 deposit required of Illinois life com- 
panies by state statutes is for the ex- 
clusive protection of policyholders, 
whereas Mr. Hershey considers it a 
fund subject to general claims of all 
creditors without priority. The Old 
Republic reinsured the State Life in 
November, 1934. The case will be heard 
by a master in chancery shortly. 

In its petition, the Old Republic cites 
a supplement to the Illinois statute in 
1915, providing for the exchange of se- 
curities held in the deposit fund, which 
states, “the insurance superintendent 
shall receive such securities and hold 
the same in trust for the equal benefit 
and protection of all the policyholders 
or members of such corporation, com- 
pany association or other organization.” 
The deposits of both a foreign life 
company and an accident and health 
company are held for the “benefit” or 
“security” of the “policyholders.” The 
original act passed in 1869 is silent as 
to the purpose of the deposit. 

An opinion of the attorney general in 
1923 is cited which held that the deposit 
was for the benefit of policyholders. If 
the deposit is not a policyholders fund, 
it is stated, it will be necessary for IIli- 
nois companies operating outside the 
state to increase their deposits, because 
in order to be licensed in other states, it 
is necessary to deposit the sum required 
by the statute of that state or a certifi- 
cate indicating that a minimum of $100,- 
000 has been deposited with the Illinois 
department for the protection of “pol- 
icyholders.” 

The petition asks that the receiver be 
directed to apply the State Life deposit 
solely to payment of policy liabilities, 
and if the deposit is insufficient to satis- 
fy these, that policyholders and the pe- 
titioner' be permitted to sharé in the 
general assets for the remaining amount 
of the claims. 


Marshall May Have Two Jobs 


WASHINGTON, D. C., Dec. 12.— 
On the first of the year Insurance Sup- 
erintendent John A, Marshall will take 
his new place as secretary of the unem- 
ployment commission which has charge 
of the unemployment insurance plan for 
the District of Columbia. The com- 
missioners of the district, however, have 
been so much impressed with Superin- 
tendent Marshall’s handling of the in- 
surance department it may be decided 
to combine the two positions if it is 
possible, thus enabling Mr. Marshall to 
continue his present satisfactory work. 
He attended the meeting of the Na- 
tional Association of Insurance Commis- 
sioners in New York City. He is re- 
garded as one of the best informed men 
in his line. 


M. H. Zacharias, veteran Detroit Life 
manager, died at his home in Highland 
Park at the age of 64 years. He had 
been in the life field in Detroit for more 
than 40 years. He served for some 
years for the Canada Life and about 
1914 became general agent for the 
Equitable of Iowa, resigning in 1926. 
Since that time he has served as its 
agent. Mr. Zacharias was the oldest 
surviving past president of the Detroit 
Qualified Life Underwriters, having 


served in that capacity nearly 30 years 





ago. 
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| New President of the 
Nebraska Agents Unit 








GEORGE COWTON 


George Cowton of Grand Island, who 
was recently made president of the 
Nebraska Association of Insurance 
Agents, because A. B. Dunbar, who 
had been president, desired to be re- 
lieved of the responsibility of that of- 
fice in order to be able to devote more 
attention to committee affairs of the Na- 
tional Association of Insurance Agents, 
entered insurance through the life end 
in 1910, and is prominent in life insur- 
ance organization affairs in his state as 
well as fire insurance. Mr. Cowton has 
served as president of the Grand Island 
Association of Life Underwriters, presi- 
dent of the Nebraska Life Underwriters 
Association and president of the Grand 
Island Fire Insurance Board. 

He started in 1910 as an agent for 
the Equitable Life of New York. A 
year later he entered the fire insurance 
field and has been continuously en- 
gaged in general insurance since that 
time. On Sept. 29, 1925, he wrote 122 
life insurance applications for a total 
of $201,000 business, with premiums of 
$5,625. This accomplishment was hailed 
as breaking the world’s record. He has 
written one or more life insurance ap- 
plications each week for a period of 16 
years and this is declared to be the 
longest record among any agents of the 
Equitable Life of New York. 

Mr. and Mrs. Cowton went east last 
week to attend the Army-Navy game 
and to visit their daughter who is at- 
tending school in Washington. 


Discuss New Bureau Program 


A meeting of those companies which 
have subscribed to the enlarged pro- 
gram of the Sales Research Bureau was 
held in New York last week. 

W. W. Jaeger, chairman of the ex- 
ecutive committee, presided. John Mar- 
shall Holcombe, Jr., manager, presented 
the major topics which companies have 
Suggested for intensive study in the 
next two years. H. G. Kenagy, assist- 
ant manager, reviewed the present re- 
search program and emphasized the 
need for standards of accomplishment, 
by which agency activities might be 
measured. It was voted to leave the 
final decision as to the specific projects 
to be undertaken to the executive com- 
mittee. The regular work of the bu- 
Teau is being continued, but those who 
Pay extra will get the benefit of the 
extra research. 


Discusses Social Security 
J. W. Hughes, vice-president Guar- 
antee Mutual Life, read a paper on the 
Social security act at the weekly lunch- 
€on of the insurance division of the 
Omaha chamber of commerce. 


0. D. Dudley, 42, Wichita manager 
Missouri Life, died. 








Can’t Seize Wife’s Interest 
in Policies to Pay Taxes 





DENVER, Dec. 12.—Partly revers- 
ing the decision recently handed down 
in federal district court here on the 
Brown Cannon insurance policy seizure 
case, the United States circuit court of 
appeals, has ruled that the policies may 
be seized and sold to cover payment of 
income taxes, but that a beneficiary of 
such a policy has a property interest in 
it which may not be sold to pay an- 
other’s taxes. As a result of this deci- 
sion, Brown Cannon, a rich dairyman, 
loses a $25,000 annuity, but his wife can 
not be made to relinquish, as benefici- 
ary, her interest in three life and en- 
dowment contracts, amounting to 
$17,000. 

Judge Symes, who gave the lower 
court decision, explained his ruling some 
months ago before a special meeting of 
Denver general agents. Later, J. Stan- 
ley Edwards, general agent in Denver 
for the Aetna Life, took issue with the 
decision. 

“We hold an annuity contract subject 
to taxes and distraint,” the court said, in 
ruling that the government has a right 
to sell the annuity as a whole. The 
cash and loan value of this contract, 
when the income tax levy was made, 
was $24,375, against which Cannon had 
borrowed $20,272. 

“The supreme court has held that 
state laws determine ownership of prop- 
erty subject to its jurisdiction and that 
a wife’s property cannot be taken for 
her husband’s taxes,” the court said in 
unholding Mrs. Cannon’s contentions 
that she is the owner of the other three 
policies and that her property could not 
be seized to pay her husband’s taxes. 
“It appears, from the decisions, that in 
Colorado a beneficiary has a property 
interest in a policy of life insurance.” 

The court pointed out it had not been 
called upon to decide whether the gov- 
ernment could seize Cannon’s interest, 
and that it had been asked to make a 
decision only on the beneficiary’s in- 
terest. 

“The effort to sell the entire policy, 
including Mrs. Cannon’s interest, should 
be enjoined,” the court said. ‘We do 
not hold that a taxpayer has no inter- 
est therein (the policies) which may not 
be liable for taxes,” the court said, seem- 
ing to give the view that the govern- 
ment can seize Cannon’s interest in the 
policies. 


Criminal Case Postponed 


DENVER, Dec. 12.—Another contin- 
uance in the case of criminal action 
against five former officials of the Amer- 
ican Life of Denver was granted yester- 
day. The trial was scheduled to come 
up yesterday, but was set over until Jan. 
8 when it will be reset for a later date. 
Four charges are pending against the 
five former officials—C. W. Helser, A. R. 
Seebass, Jr., N. J. O'Hanlon, E. W. Lar- 
son and F. A. Heath. The last two are 
now serving terms in the state peniten- 
tiary; O’Hanlon and Helser are free on 
bond, and Seebass has not yet been con- 
victed on any charge. 


Bar Harassing of Company 

LINCOLN, NEB., Dec. 12.—On ap- 
plication of officers of the Cosmopolitan 
Old Line Life the district court has is- 
sued an order temporarily enjoining cer- 
tain named defendants, including former 
agents, from filing suits to harass the 
company and to injure its financial re- 
pute. 

It is asserted that these agents, in pur- 
suance of a plot to gain control of the 
company, have sought to force Jack Mat- 
thews out of the presidency through 
pressure and threats of suits, and that 
he had been informed by them that if 
he would resign the suits would not be 
filed. One such suit was filed but dis- 
missed by policyholders when they 
learned the fact. 


Clyde Young, president of the Mon- 
arch Life, is addressing the meeting of 
the Boston Life & Accident Claim As- 
sociation Friday evening of this week. 
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Tense Issue Seen on Examinations 


(CONTINUED FROM PAGE 1) 





and the presidents constitute the exec- 
utive committee. This plan, however, 
was smashed to smithereens in the 
meeting of the executive committee. 

Another blow was dealt when the ex- 
ecutive committee voted to hold the an- 
nual meeting in St. Paul. It had been 
generally understood that Commis- 
sioner Hunt of.Pennsylvania would se- 
cure the annual meeting for Philadel- 
phia. It had been stated that he had 
been promised the 1936 convention. 
Commissioner Hunt has affiliated him- 
self with the far western contingent and 
has advocated right along the partici- 
pation of outside departments in ex- 
aminations of domestic companies where 
they operate outside beyond the home 
state, 

New York Is Opposed 


A large contingent of commissioners 
advocated making all examinations 
convention examinations where a com- 
pany did business in three or more 
states. This, it was known, was met 
by stern opposition from New York 
and little sympathy was shown it in 
some of the other large departments of 
the east. New York, for example, has 
an examining staff of 138 people. It 
does not examine companies outside of 
its own domain. It confines its exami- 
nations to domestic companies and by 
virtue of having a satisfactory appro- 
priation, it is able to secure competent 
men. Therefore, New York feels re- 
sponsible for its own companies. This 
might be said also for Massachusetts 
Connecticut and some other states hav- 
ing a large number of home companies. 
They feel, therefore, that when they 
have completed an examination, it has 
been comprehensive and any special 
data or additional information desired 
could be secured by other departments 
for the asking, They regard the move- 
ment to make all examinations on the 
convention basis as merely increasing 
the expense and not adding to the effi- 
ciency. 


Creation of Political Jobs 


The general feeling was that many 
of the departments have not capable ex- 
aminers and that the movement was to 
create political jobs for which com- 
panies had to pay. It was stated, for 
example, that if the states themselves 
bore the expense of the examinations, 
which in theory they should, the ex- 
amination business would be reduced to 
a minimum. The whoie atmosphere, 
therefore, was rather electric. The sit- 
uation was complicated by the tax audit 
situation and the feeling on the part of 
a number of commissioners that the 
allocation of taxes had not been cor- 
rectly made by the companies’ members 
as of syndicates doing business in sev- 
eral states or those writing large floater 
policies. This was stated to be true 
particularly of the railroad syndicates, 
the Cotton Insurance Association and 
similar policies covering property mov- 
ing here and there and being located 
temporarily in various places. 





Kill Two Birds With One 
Stone With Xmas Gift 





Kill _two birds with one stone 
by giving your men gift subscrip- 
tions to The National Under- 
writer. You gain the apprecia- 
tion of your men and the invest- 
ment in good-will aids them in 
increasing their premiums. In this 
day of changes every agent should 
keep abreast of the many devel- 
opments affecting the insurance 
business. Use the handy sub- 
scription blank enclosed with this 
issue. An appropriate acknowl- 
edgement letter will be sent to the 
men for whom you subscribe. 














While it was not charged that any 
company was withholding taxes, yet the 
question arose as to their proper allo- 
cation. This was particularly true where 
an authorized company was a member 
of a group. For instance, it did not 
pay any tax in a state where it was not 
authorized and hence no tax item as 
paid appeared in its disbursements. 

In order to take care of the tax situa- 
tion it was voted to add a supplement 
to the blank so that the taxes in eac: 
state could be listed, the amount of re- 
turn premiums, reinsurance and so on 
itemized. This would show the amount 
of tax paid in each state, premiums on 
which the tax was based and the total 
tax and premiums. This, it was 
thought, would give the commissioners 
a line on the taxes that should be paid 
their states. Furthermore, it was sug- 
gested that in future examinations a tax 
audit be made and this would be avail- 
able to any commissioners deésiring it. 
Seemingly, therefore, the tax situation 
in the future will be taken care of satis- 
factorily. The Merkle & Martin audit 
will go on under the supervision of the 
Virginia and Tennessee departments. 


Two Extremes Are Noted 


A Commissioner has the right under 
the power of his state to examine every 
company operating in his common- 
wealth. This naturally would create 
havoc if there was any attempt on the 
part of commissioners to try and ex- 
amine outside companies in a wholesale 
way. Such a condition would naturally 
turn the minds of the insurance frater- 
nity toward federal control and super- 
vision where the examination would be 
centralized in one office. Therefore, the 
commissioners had in mind the harness- 
ing of the examination procedure so 
that there would not be any backfire. 
Some of the commissioners themselves 
undoubtedly are being pressed by their 
state administrations to create more 
jobs and especially where a state is not 
called upon to bear the additional ex- 
pense. 

Some of the commissioners from the 
great open spaces feel that some east- 
ern officials do not appreciate the sen- 
timent throughout their region. Take 
New York for example. The commis- 
sioners from the far west say they have 
no voice in the examination of com- 
panies from that state doing a nation- 
wide business. They rely entirely on 
New York and wth the prejudice against 
Wall street and concentrated wealth, 
They are often criticized by the people 
for allowing the New York department 
to have the entire voice as to its com- 
panies. 

The plan evolved by the commission- 
ers that supported the resolution is to 
pass the assignment of convention ex- 
aminations along in rotation so that all 
states will eventually participate and 
thus have personal knowledge of con- 
ditions. 


Duties of Examination Committee 


The executive committee approved 
the newly drafted constitution and by- 
laws, in the latter appearing the pro- 
vision outlining the duties of the com- 
mittee on examinations. This was ap- 
proved by the entire body Wednesday 
morning. This, in short, provides that 
the committee shall make arrangements 
for such examinations by representa- 
tives of two or more states at the re- 
quest of the home commissioner or at 
the request of three or more other com- 
missioners representing states in which 
the company is licensed, but the re- 
quest of the home commissioner must 
be first secured or in event that consent 
is withheld, the committee satisfies 
itself that the best interest will be 
served by conducting an examination. 
The section provides that in the selec- 
tion of states that participate, the com- 
mittee shall have in mind their geo- 
graphical representation. 

This seemingly conflicts in a way with 


v 


the examinations resolution adopted by 
the convention in which it was stated 
that the organization go on record as 
favoring the convention plan of exami- 
nation for all companies licensed in 
more than three states. That resolution 
provides that all companies be ex- 
amined through the committee on ex- 
aminations. However, the resolution 
seemed to be modified by a corollary 
to the effect that a subcommittee from 
the committee on examinations be ap- 
pointed to make a study of the exami- 
nation situation in conformity with the 
resolution and report to the annual 
meeting in June. 


Outcome Was Compromise 


It can be stated that the outcome 
was a matter of compromise and con- 
ciliation. Superintendent Pink of New 
York cast the only negative vote on 
the examination resolution. New York 
took the opposing stand on departing 
from the present method and introduc- 
ing the scheme of convention examina- 
tions for all examinations of companies 
operating in three states or more. 
Superintendent Pink was perfectly in 
accord with the new provision in the 
by-laws which really puts down in writ- 
ing what has been the custom but has 
not been made a part of the rules. New 
York is not sympathetic with the ex- 
aminations resolution passed. If the as- 
sociation attempts to carry out that 
rule, there may be complications. How- 
ever, there is a saving grace in the 
committee of five that will study the 
examination subject and by the time of 
the next annual meeting the atmosphere 
may be cleared. 


Commissioner Sullivan’s Views 


Commissioner Sullivan of Washing- 
ton in his address before the Life Presi- 
dents Association commented on exami- 
nations, saying that one of the power- 
ful instruments through which a com- 
missioner enforces the insurance stand- 
ards is by means of examinations. He 
said that it is his opinion that every 
company should receive an examination 
from its home department each year. 
If it is doing an interstate business, it 
should further be accorded a confer- 
ence examination at intervals of three 
to five years. These examinations, he 
said, should be carried on in an orderly 
and efficient manner at the least pos- 
sible cost. It is his conviction that the 
work should be done wherever possible 
by staff examiners attached to the state 
insurance departments. Wherever pos- 
sible examination costs, he said, should 
be met by the department out of the 
tax money paid by companies. In his 
state the cost of examining domestic 
companies is so provided, Washington 
being one of the few states where such 
is the case. Conference examinations, 
he said, will undoubtedly be at the ex- 
pense of the companies for some time 
to come, 


Four General Agents Are 
Named by Guarantee Mutual 


A. B. Olson, manager of agencies 
Guarantee Mutual Life, announced ap- 
pointment of four general agents. E. L. 
Balz, former general agent General 
American Life, has been named general 
agent for seven eastern Nebraska coun- 
ties adjacent to Omaha with headquar- 
ters in the home office. C. A. Gustaf- 
son, Marshalltown, Ia., has been named 
general agent for six central Iowa coun- 
ties. Previously he was general agent 
for the Peoria Life and Alliance Life. 

J. A. Reynolds, Seminole, Okla., be- 
comes general agent for four counties 
in that state. He formerly was with the 
Reserve Loan Life and prior to that 
with the United Fidelity Life at Dallas. 
G. M. Classen, Beverly Hills, Calif., is 
general agent for that city and adjoin- 
ing territory. He was at one time an 
agent of the Pacific Mutual in Los An- 
geles. 





V. E. Bird has been elected a director 
of the Phoenix Mutual Life. He is presi- 


dent of the Hartford Electric Light Com- 





pany. 





Successful Substitution 
at Presidents’ Meeting 











A. HARRY MOORE 
United States Senator from New Jersey 


United States Senator A. Harry 
Moore of New Jersey, who substituted 
for President Dodds of Princeton Uni- 
versity at the Life Presidents meeting 
inasmuch as the latter was detained in 
Cuba where he had gone to be electoral 
adviser, made one of the hits of the en- 
tire convention. Senator Moore stated 
that it was impossible for him to fill 
the place of Mr. Dodds, illustrating 
with a story which he said occurred at 
one time when -s governor of New Jer- 
sey he was importuned for a job. Some- 
one in the state service had jus: died. A 
man rushed to the governor’s office and 
hastily said, “Jones is dead, can I take 
his place?” Governor Moore said, “Yes, 
you can if the undertaker is willing.” 








Campaign for Klingman in 
November ‘Brings $34,808,000 


The November “Work with Kling- 
man” campaign in the central depart- 
ment of the Equitable Life of New York 
produced $34,808,000 of forwarded busi- 
ness in 9,820 applications, or 9 percent 
increase over quota. ‘There were 532 
agents who wrote seven or more appli- 
cations, qualifying for autographed etch- 
ings of Vice-president Klingman, and 95 
unit managers exceeded their quotas. 

Among the Chicago agencies, 2,538 
applications were written for $12,209,900 
of forwarded business, 149 agents writ- 
ing seven or more apps. It is planned 
to hold a dinner early in January at 
which Mr. Klingman is expected to be 
present, when a scroll signed by each 
leading agent and unit manager in each 
agency, and another scroll signed by 
agency managers in the department, will 
‘be presented to the official. 

The Chicago unit managers gave a 
dinner this week at which the losers 
paid for the winners’ meal, unit being 
matched against unit in the campaien. 
Agency Manager E. L. Carson of Mil- 
waukee, secretary of the Central Man- 
agers Association, attended. Manager 
Sam Lustgarten of Chicago is president. 

The paid figures for November were: 
Central department $15,276,000; Chi- 
cago agencies, $5,123,000. 





Haviland Addresses Agencies 


Manager F. H. Haviland of the Con- 
necticut General at Chicago addressed a 
meeting of the David C. Luick agency 
of that company at Minneapolis on 
“Fundamentals of Life Insurance Sell- 
ing.” Mr. Haviland went east this week, 
stopping at Cincinnati to talk at a meet- 
ing of the E. E. Enoch agency of the 
Connecticut General, and then proceeded 





to Hartford. 
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Northwestern Mutual Life—New paid 
pusiness, including annuities, of $20,676,- 
160 for November, an increase of $1,- 
957,568 or 6.5 percent over 1934, and an 
increase of $4,266,556 or 26 percent over 
1933. November new paid for ordinary 


business totaled $19,786,076. For the 
first 11 months of 1935, new paid for 
business, including annuities, was $246,- 
403,698. This marks an increase of $32,- 
674,096 or 15.3 percent over 1934, and 
$71,716,961 or 41.1 percent over 1933. 
This year the new paid for ordinary 
alone was $228,917,829 for the eleven 
months. Fifty-four of the company’s 85 
general agencies have already exceeded 
their total calendar year production for 
all of last year. Total new business of 
Northwestern Mutual for the 11 months 
of 1935 exceeds the figure for the 12 
months of 1934 by $7,487,682, or 3.1 per- 
cent. 

National Life, Vt.—For the 13th con- 
secutive month new paid-for life insur- 
ance in excess of the amounts produced 
during corresponding months of the 
previous years is reported. In Novem- 
ber, 1935, the volume exceeded that of 
November, 1934, by about 15 percent 
and the accumulated increase for the 
first 11 months over the corresponding 
period of 1934 stands at 24 percent. 

Central Life, Ia—New business total- 
ing $2,177,189 written during November 
in campaign honoring President Ayres. 
Ohio agency under R. Z. Staudt, Can- 
ton, showed highest percentage quota 
attainment. Leading producers: Volume, 
L. L. Mackey; number of applications, 
W. L. Sprecher; largest application, R. 
G. Butts. 

Great-West — 2,594 applications for 
total over $6,530,000 made November 
high month with an increase of 50 per- 
cent. There were two “million dollar” 
days in November: Nov. 4, with $1,340,- 
000, was the biggest single day since 
June, 1930, and more than $1,080,000 
placed business Nov. 29, largest single 
day’s placed business in company’s his- 
tory. November, best month for num- 
ber of applications since 1931, climaxed 
two-months’ president’s drive. 


Bankers Life, Neb.—Paid business in 

November totaled $1,500,000, compared 
with $884,000 in November a year ago 
and with $1,489,000 in October. 
_ Amicable Life—G. W. Loewenberg, 
in his first month with the San Antonio 
agency led the company in November 
in volume of business and number of 
lives covered. 


Cedar Rapids Life—Business for No- 
vember exceeded last November by over 
43 percent, breaking all November rec- 
ords since 1931. The increase in new 
premiums for the month was 100 per- 
cent over November, 1934. 


Great American Life, Tex.—Novem- 
ber, President Becker month, was the 
best in history with a 26 percent gain 
In written business. The Great Ameri- 
can Life will hold its annual convention 
and midwinter sales congress, Dec. 
27-30. 

A. J. Hill, State Life of Indiana, Cali- 
fornia—November business increased 50 
Percent over October. 

Massachusetts Mutual Life—Phinehas 
Prouty, Jr., Los Angeles million dollar 
producer, led the entire field in October 
on paid new business. His production 
for the first week in December was over 
$125,000. 

Freeman J. Wood, Lincoln National, 
Chicago—12 percent ahead of last year 
in both written business and premiums. 

A. M. Embry, Equitable of New York, 
Kansas City, Mo.—Wrote $3,400,000 in 


11th annual football campaign, a gain of 
$400,000. 


Simpson with the United 

O. T. Sullivan, agency vice-president 
of the United Life & Accident, Con- 
cord, N. H., has made Don A. Simpson, 
field supervisor for New Jersey and 
Pennsylvania. He was formerly with 
the Mutual Benefit ldcal agency in 
Newark. 
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Danger Is Pointed Out 


W. A. SvuLtivan, Washington com- 
missioner, president of the NATIONAL 
ASSOCIATION OF INSURANCE COMMIS- 
SIONERS, in his address before the As- 
SOCIATION OF LiFE INSURANCE PRESIDENTS 
laid great stress on the number of ir- 
responsible insurance associations, es- 
pecially mutual benefits, and benevolent 
assessment outfits that are using the 
mails to write insurance where they are 
not licensed. Commissioner SULLIVAN 
said that there is abundant evidence 
that some of these concerns are doing 
a nationwide business on a well organ- 
ized system. 

He made this pertinent observation: 
“Unless every state refuses sanctuary 
to these swindling institutions, what one 
or several states may do to correct the 
evil will fall short of protecting the 
public for the reason that they hurdle 
the boundaries of states that deny them 
legal sanction by using the mails.” 


The speaker did not hesitate to say 
that the states in which these institu- 
tions are domiciled must adopt active 
and effective measure to control them 
at the source, for if this is not done, 
it is likely to result in the creation of 
a federal code which would not stop 
at merely curtailing the activities of 
these special concerns, but may seri- 
ously restrict the authority that prop- 
erly belongs to the states. 

Many company officials underesti- 
mate the feeling among a number of the 
commissioners as to the activities of 
these enterprises that depend on the 
mails and do not comply with the law. 
There is to be heard a potent voice ex- 
pressing here and there the determina- 
tion to protect the citizens of thei 
state. As Commissioner SvuLiivan 
pointed out, this disregard of state laws 
may lead eventually to federal super- 
vision or control of some sort. 


Attribute of Self Reliance 


Untrep States SENATOR A. Harry 
Moore of New Jersey in his eloquent and 
impressive talk at the annual meeting of the 
ASSOCIATION OF LIFE INSURANCE PREsI- 
DENTS, probably echoed what was in the 
minds of his hearers when he urged a 
conscientious recognition of the funda- 
mentals and those prime. characteris- 
tics that were so exemplified in the 
pioneers who brought this government 
into being and who, in the early days, 
sacrificed so much that it could be 
established. The main point empha- 
sized in his talk was the necessity for 
self reliance, not only in government 
but in personal life. Dependence is al- 
ways weakening. ‘Those occupying a 
soft berth and who feel no responsibil- 
ity or make no exertion are useless 


appendages to society, and impede its 
progress. 

Senator Moore used the familiar and 
yet graphic illustration from “Julius 
Caesar” where the ambitious one is 
spoken of as climbing to the heights 
on the rungs of a ladder and when he 
reached the top, turned back on the 
ladder and lost himself in the clouds. 
The climbing may have been difficult 
and arduous but those who are willing 
to work with a right good will, and 
who accept the obligation put upon them, 
through sheer effort, are able to climb 
upwards. Danger comes, as Senator 
Moore pointed out, when the past is for- 
gotten, the ladder thrown aside and one 
finds himself engulfed in the clouds and 
is oblivious to the earth. 


Conserving By Creating Sense of Value 


Eustace A. Brock, secretary of the 
Great-WEst Lire, in a recent paper, made 
a statement that should serve as the star 
to guide everyone in the life insurance 
business, who is interested in conserving 
the business. Conservation, he declared, 
is an attack on the policyholder’s mind in 
an effort to persuade him that his life in- 
surance is such a valuable asset that he 
will make every possible effort to pay the 
premium, 

With that central purpose in mind, those 
concerned with conservation will aim their 
shots much more effectively. Probably a 
good deal of conservation effort has been 
unsuccessful because there was a search for 
some mechanical system or other that 
would reduce lapsation. Some, for in- 
stance, felt the job might be done by ad- 


justing agents’ commissions to reward per- 
sistency. Others experimented with some 
sort of a rewriting system that would wipe 
out the indebtedness to give the policy- 
holder a chance to start over again. 

The real job, as Mr. Brock indicates, 
is to create in the minds of policyholders a 
sense of value about their policies. 

That job is being done in a broad way 
these days through the national advertising 
of life insurance companies and through 
the increased prestige which life insurance 
enjoys today on its record. Any mechan- 
ical system can only be incidental to the 


broad program of causing more policy- 
holders to desire to cling to their life in- 


surance as one of their most precious as- 
sets. 
Those dealing in stocks in the 1920's did 


a great job of conservation. When the 
stock market had successive sinking spells, 
equity holders went to desperate lengths 
to retain their stock and many held on 
until their stuff went down to one-eighth 
bid and one-quarter asked. 

During the years when the bloom was on 
the vine the American public had heard 
over and over again the advice to acquire 
a stake in American industry and ride to 
an old age in luxury as stocks then selling 
at 100 ascended to the dizzy heights of 
1,000. They were warned against selling 
America short. They hung on to their 
equities through the heartless months and 


THE annual meeting of the ASsocIATION 
oF LirE INSURANCE PRESIDENTS took as its 
central theme “Stewardship.” That is a 
term particularly applicable to life in- 
surance because it is a cooperative and 
mutual enterprise in whatever vantage 
point it is viewed. Unless the manage- 
ment appreciates the responsibility of 
stewardship, then a company is not liv- 
ing up to its highest opportunity nor is 
it giving to policyholders that service 
and protection to which they are en- 
titled. 


years and reluctantly gave up the dreams 
which those equities represented. 

Life insurance has dreams to offer that 
are not built on water. There is no reason 
why the public cannot be educated to value 
its life insurance just as strongly as jt 
valued its equities in 1929. Insurance peo. 
ple can proceed to create that sense of 
value without misgiving. The work of 
conservation implies a positive, selling pro. 
cedure and it is well for all in the business 
as well as those particularly assigned to 
conservation work, to comprehend the big 
job of creating a sense of value in life 
insurance. 


The Theme of Stewardship 


When the principles of stewardship 
have been disregarded, a company event- 
ually finds itself in difficulties. The 
management that regards above all else 
the interest of its policyholders and lives 
and works for them is certain of success, 
The laws of the various states attempt 
to safeguard this stewardship but it is 
impossible by any legal enactment to 
embody in the minds of officials the 
sacred responsibility which they bear, 
Therefore, stewardship, aside from law, 
should be required by conscience. 








PERSONAL SIDE OF BUSINESS 





Will S. Thompson, Hutchinson, Kan., 
local agent and vice-president and_sec- 
retary of the Great American Life of 
Kansas, has returned to his office fol- 
lowing a month’s illness. 


H. F. Beckham, Dallas general agent 
Minnesota Mutual Life, and Mrs. Beck- 
ham are the parents of a baby boy 
named Thomas Ashley in tribute to 
President Thomas Ashley Phillips of 
the Minnesota Mutual. 


Bradley Van _ Brunt, Milwaukee 
agency Mutual Life of New York, has 
been named first vice-president Com- 
munity Fund and Council of Social 
Agencies of Milwaukee County. M. J. 
Cleary, president Northwestern Mutual 
Life, retiring president of the group, 
continues a member of the executive 
committee. J. T. Gallagher, superin- 
tendent of claims Northwestern Mutual, 
and A. E. Mielenz, general agent Aetna 
Life, were named to three-year terms as 
members of the social service corpora- 
tion. 


Arthur J. Hill, California manager 
State Life of Indiana, has just issued a 
poem entitled * Z! will not live my life 
in vain,’ ’ dedicated to “conscientious life 
insurance agents everywhere” in which, 
throughout 16 verses he extolls the serv- 
ice rendered by life underwriters and 
the monument they are building through 
their work. 


C.\C: Day, general agent at Oklahoma 
City for the Pacific Mutual Life, was 
appointed chairman of a committee to 
sponsor the Federal Housing Adminis- 
tration’s insured mortgage clinic Dec. 
12-20. He outlined a radio and public 
speaking program to further the purpose, 





to be supplemented by a mass meeting 





at which the campaign was launched. 
Other members of the committee of 30 
local business leaders, include R. T. 
Stuart, president Mid-Continent Life; 
Joe Morse, president Home State Life, 
and Ancel Earp, of Ancel Earp & Co, 
local agents. 


The Texas agency and office force for 
the Minnesota Mutual Life enjoyed its 
annual wild game dinner as a result of 
the prowess of David O. Johnson, gen- 
eral agent, as a hunter. 

Coke S. Wright, Birmingham, Ala. 
manager of the Acacia Mutual Life, was 
advanced to grand master of the Ala- 
bama grand lodge of Masons at the re- 
cent annual meeting. 


Among the resolutions adopted by the 
Association of Life Insurance Presidents 
one referred in a gracious manner to its 
former manager, George T. Wight, who 
was forced to retire a few years ago on 
account of ill health and is still disabled. 
He resides at Upper Montclair, N. J, 
and those who came in contact with him 
in years gone by revere him with deep 
affection. 

C. F. O’Donnell, president Southwest- 
ern Life, has been "reelected to the board 
of directors of the Dallas chamber of 
commerce. 

S. A. Hoskins, vice-president Colum- 
bus Mutual Life, broke his leg in a fall 
on the ice and is confined in Mt. Carmel 
hospital in Columbus, O 


The calendar being distributed by the 
Great-West Life contains an illustration 
from a painting by Arthur Heming, the 
Canadian artist, who, through his per- 
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sonal experiences in Canada’s northland, 
js able to portray vividly and with ac- 
curacy scenes of the sort exemplified in 
“The Great Adventure.” The calendar 
depicts Alexander MacKenzie crossing 
the Rockies. 


J. A. Spargur, home office agency 
manager for the Bankers Life of lowa, 
and Mrs. Spargur are both in the lowa 
‘Methodist hospital suffering from in- 
fammatory rheumatism. Mr. Spargur 
has been ill for several months but his 
condition is reported to be improving. 
Mrs. Spargur is less seriously affected 
and is expected to leave the hespital 
shortly. 


Ernest L. Buchanan, San Francisco, 
of the Arthur J. Hill agency of the 
State Life of Indiana, has averaged bet- 
ter than an app-a-day production, Sun- 
days and holidays included, for the past 
seven months. He has set his goal at 
an app-a-day production for a year. 
He has been with the State Life about 
two years. 


G. D. Vance, superintendent of the 
Life & Casualty of Nashville for the 
Mississippi territory, ended his life by 
shooting himself in Jackson. Police an- 
nounced that his wife ascribed the sui- 
cide to worry over his health. 


John H. Rees, director of publicity of 
the Colonial Life is a grandfather for 
the second time. The parents, Mr. and 
Mrs. A. Q. Vogel, have named their sec- 
ond son Richard Rees Vogel. Mrs. 
Vogel, prior to her marriage, was with 
the Bankers National Life. Mr. Vogel, 
formerly a ‘Colonial representative, is in 
the insurance journalism field. 


The E. F. White agency of the Con- 
necticut Mutual in Dallas is offering a 
round trip railroad ticket and a ticket 
to the Southern Methodist University- 
Stanford Rose Bowl game Jan. 1 at 
Pasadena to each agent who pays for 
$50,000 of annual premium life insur- 
ance between Dec. 1 and Dec. 25. For 
an additional $20,000 of the same type of 
business the member will be furnished 
with a round trip Pullman ticket. 


G. H. Gates, president old Masonic 
Life, Detroit, in the nineties, died at his 
home in Morenci, Mich., after a long 
illness. He was 93, and for many years 
had been prominent in Michigan finan- 
cial and mercantile circles. 


Charles Sawyer, one of the directors 
of the Union Central Life, who was 
formerly lieutenant governor of Ohio 
and was a candidate for nomination on 
the Democratic ticket at the last elec- 
tion has withdrawn from the campaign 
for nomination next year. Mr. Sawyer 
was spoken of in a very conspicuous 
way as a candidate but in the interest 
of harmony has pulled out. This 
strengthens the position of Gov. M. L. 
Davey, who will be a candidate to suc- 
ceed himself on the Democratic ticket 
but the politicians figure that it 
strengthens the Republican chances. 
The main Republican candidate seems 
to be Attorney General John W. 
Bricker. 


E. E. Hardcastle, actuary of the Union 
Central Life, who has been confined to 
his home by illness since early in Octo- 
ber, underwent an operation for gall- 
stones last week and is expected shortly 


Plans are under way for an elaborate 
celebration on New Year’s Day at the 
Essex Club in Newark, at which time 
a number of friends of John R. Hardin, 
president Mutual Benefit Life, will pre- 
sent the club with a handsome oil paint- 
ing of Mr. Hardin. He is president of 
the club. The painting has been com- 
pleted by W. J. Whittemore, who has 
already done studies of Mr. Hardin, 
Some of which grace the walls of the 
Mutual Benefit building while others 
hang in his home. 


Edward Wilkerson, ‘Texas manager 








ANSWERS 


Question — Under what constitutional 
authority does the Congress charter in- 
surance companies and banks? Does the 
authority for chartering both classes of 
institutions spring from the same source? 

Answer— Insurance companies are 
chartered because they are functionaries 
of the District of Columbia and Con- 
gress gets its authority from the con- 
stitution to govern the district. Insur- 
ance companies of the district are on 
the same footing as all other companies 
when it comes to being admitted to the 
various states and being regulated. 
They have no standing above that of a 
company chartered by any one of the 
states. 

National banks are chartered by Con- 
gress under the constitutional authority 
of the federal government to regulate 
the currency. Inasmuch as _ national 
banks are empowered to issue United 
States bank notes, they are fiscal agents 
of the government. 











been connected with the company since 
1923 and was one of its leaders, died 
while listening to a football game over 
the radio. It is believed the excitement 
precipitated a heart attack. His head- 
quarters were in Texas. No appointment 
to fill the vacancy as yet has been made. 


Mrs. Erin T. Lowerey, wife of P. H. 
Lowerey, Baltimore manager of the Mu- 
tual Life of New York, died Mr. Low- 
erey was formerly manager at Louis- 
ville. 

Roy Schroder, L. C. Swinney general 
agency, Pacific Mutual, Wichita, is 
making a desperate campaign to win 
first honors among producers of the 
company for the year. With a month 
yet to go, Mr. Schroder reported over 
$700,000 paid business. Mr. Schroder 
has a number of large cases which he 
has good prospects of closing and feels 
confident that he can yet win the 
coveted position. 


Dr. M. O. Bousfield, first vice-presi- 
dent and medical director of the Su- 
preme Liberty Life of Chicago, has been 
elected president of the Chicago Urban 
League. This is the first time that a 
Negro has been elected to this office. 
Dr. Bousfield is president of the Na- 
tional Negro Medical Association. The 
Chicago Urban League promotes inter- 
racial cooperation and assistance to 
Negroes in making urban adjustment. 


J. W. Martin, who has been connected 
with the Loyal Protective for several 
years in Washington, has been ap- 
pointed western field supervisor with 
headquarters at Portland, Ore. He will 
supervise five western states and British 
Columbia for both the Loyal Protective 
and the Loyal Life. 


Hislop Is Reelected 


T. W. Hislop, Great Northern Life, 
was reelected president of the Chicago 
Claim Association this week. E. H. 
Freeman, ‘continental Casualty, is vice- 
president, L. L. Phelps, Great Northern, 
treasurer, and Garfield Donovan, Benefit 
Association of Railway Employes, sec- 
retary. The election which was sched- 
uled to be held last month was post- 
poned until this week. 

Dr. W. D. McNally, Dr. Josiah 
Moore and Dr. A. B. Dick of the Na- 
tional Pathological Laboratory con- 
ducted a round table discussion, answer- 
ing pertinent claim questions. 


L. O. M. A. Proceedings Available 


According to F. L. Rowland, execu- 
tive secretary Life Office Management 
Association, printed proceedings of the 
‘Cincinnati convention are now available. 





for the Central Life of Illinois, who had 





Men in Action 


North ... South... East... West... 
Central Life’s Field Force is working toward 
new high production records for the closing 
months of the year. 
J. B. Lindner, at right, Central Life representative 
in Cleveland, O., discusses retirement income insur- 
ance with two policyholders, Drs. Joseph and 
F. R. Schirripa. . 

Central Life’s 39-year record for stability and 

financial security is of vital interest to pros- 

pects for retirement income insurance. 
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Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 


Assistance in the Field Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders é 








Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
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NEWS OF THE COMPANIES 





Examination Report Given 





Provident Life & Accident Highly Liquid 
and in Excellent Shape, Examiners 
Conclude 





Favorable comment upon the finan- 
cial soundness of the Provident Life & 
Accident, Chattanooga, is contained in 
the convention report of examiners of 
the Nebraska, Virginia and Tennessee, 
departments, embracing the period June 
30, 1932, to June 30, 1935. 

The examiners conclude their report 
with the following comments: “The 
company was found to be in excellent 
condition; amply liquid to allow prompt 
settlement of obligations; with cash in 
banks in excess of $465,000; with no lia- 
bility for borrowed money; with ad- 
mitted assets $6,822,531; with capital 
$800,000 and free surplus over all lia- 
bilities of $600,000, exclusive of a con- 
tingent reserve of $608,005. 

“The substantial growth of the com- 
pany and the sound condition of its as- 
sets attest to the conservatism of the 
management. Your examiners feel that 
the management is to be especially com- 
mended for its practice of voluntarily 
charging down to a sound basis any as- 
sets of doubtful value.” 

Specifically discussing investments 
the examiners remarked: “Real Estate 
Owned: The company is to be highly 
commended for its practice in charging 
off 20 percent of the cost of all prop- 
erties acquired through foreclosure. 
Bonds Owned: The company is to be 
commended for the high grade of the 
bonds and its practice of charging off 
all bonds of doubtful value. Stock 
Owned: Preferred stock owned by the 
company, amounting to $48,237, shows 
a 6.4 percent investment yield. No com- 
mon stock is held. Policy Loans: Pol- 
icy loans comprise 14.24 percent of the 
total ledger assets.” 

It was the opinion of the examiners 
that just claims are paid promptly and 
policyholders are fairly treated. 





Ohio Department to Take 
Over Federal Union Life 


COLUMBUS, O., Dec. 12—L. U. 
Jeffries, warden Ohio department, 
started the procedure of taking over the 
Federal Union Life, Cincinnati, for re- 
habilitation. Mr. Jeffries is acting under 
authority of the common pleas court, 
which authorized the department to take 
possession, after the federal court had 
approved the report of the receivers. 
The federal court, according to a rul- 
ing of Judge Nevin, will retain $10,000 
of the company’s assets, out of which 
receivers’ fees will be paid, when finally 
determined. According to an announce- 
ment in Cincinnati, the receivers took 
in $190,631 and paid out $46,562. They 
had cash on hand $144,068. 

Examination of the Federal Union by 
examiners from the Ohio department is 
expected to be completed this week. An 
independent actuarial survey also is 
being made. C. F. Stein, consulting ac- 
tuary, Chattanooga, has been in Cin- 
cinnati as a representative of the Ohio 
department. 


To Survey Business 


Inasmuch as the Ohio department has 
been given jurisdiction over the Federal 
Union Life of Cincinnati and all litiga- 
tion is out of the way, a survey will be 
made of its business and a careful in- 
vestigation made .to ascertain in just 
what condition’ it is. The department 
does not desire to make any recom- 
mendation or take action until it as- 
certains the condition of the company. 
It may decide to reinsure the business, 
let it out on a management contract, 
liquidate it or continue it under the 
jurisdiction of the department. 








Reports on Mutual Benefits 


Illinois Department Has Made an Ex. 
amination of Four Concerns Li- 
censed in the State 





The Illinois department has made a 
report on a number of mutual benefit 
concerns. In the Universal Benefit of 
Centralia, Ill, the department says its 
claims arising under exchange certifi- 
cates must be settled on the basis that 
benefits graduated from the date of the 
original certificate and not from the 
date of the exchange unless the 
members signify to the acceptance 
of the exchange certificate in writing. 
The guarantee fund, the department 
says, must be replenished in accordance 
with the provisions of the mutual bene- 
fit act. As of Aug. 1, for the first seven 
months the total income was $15,985, 
disbursements $17,781, assets $1,699, lia- 
bilities $926. 


Report on Oblong 


As to the Oblong Mutual of Oblong, 
Ill, the department says that the prac- 
tice of paying claims on the instalment 
basis must be discontinued and the bal- 
ance due on claims should be paid in 
full immediately. The by-laws, the de- 
partment said, should be amended so 
that the operations conform to the act 
in every respect. As of June 1, the in- 
come for the first five months was 
$8,096, disbursements $7,855, assets 
$8,934, total liabilities $3,425. 

As to the Wabash Mutual Relief of 
Mt. Carmel, the department says the 
guarantee fund must be brought up to 
the minimum requirements. As_ of 
July 1. total income for the six months 
was $12,311, disbursements $12,406, as- 
sets $4,264, liabilities $2,666. 

Reporting on the Crusaders Mutual 
Benefit of Chicago, the department 
states that the officers must be elected 
in accordance with the by-laws. It says 
the management is subject to severe 
criticism for the manner in which it has 
handled the funds. In the future, says 
the department, all transactions must 
be recorded properly so that an account- 
ing can be made. The total income as 
of Sept. 1, since Jan. 1, amounted to 
$17,875 and the total disbursements 
$13,835. Its assets were $3,477 and lia- 
bilities $1,475. 





Requests Authority to Take 
Over Elkhart National Life 


On petition of the Indiana depart- 
ment, the attorney general has filed suit 
in Elkhart superior court against the 
Elkhart National Life, asking that it be 
turned over to the department for con- 
servation of its resources, rehabilitation 
or liquidation. The hearing is Dec. 19. 
The company was organized under the 
1897 assessment act two years ago and 
took over the Indiana business of the 
Equitable Life & Casualty of Louisville 
when it went into receivership. 

The department has received com- 
plaints against the company for non- 
payment of claims. Neil Hamilton, re- 
ceiver Indiana business Equitable Life 
& Casualty, recently got a judgment 
against the Elkhart company for the 
unpaid balance of its reinsurance con- 
tract. When the sheriff undertook to 
execute judgment, it is reported that he 
found no one in the home office and, to 
prevent removal of property, sealed the 
doors. 

E. E. Webster, company secretary- 
treasurer, has been operating it and it 
is stated that all other officers have re- 
signed. There is also an Elkhart Na- 
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tional Agency Corporation, through 
which it is alleged stock has been sold 
without a state permit. 





Illinois Department Gives 
Report on Two Institutions 





The Illinois department has released 
its report of examinations of the North- 
western Mutual Benefit of Rock Island 
and the Nationwide Mutual Benefit of 
Creston, Ill ' 

On the Nationwide, the report says 
that disability benefits should be paid in 
the future only upon positive proof that 
disabilities are of a permanent nature. 
The directors should authorize stip- 
ulated salaries for officers. ‘The prac- 
tice of paying agents compensation 
other than membership fees is in viola- 
tion of the mutual benefit act and must 
be discontinued. The examination was 
made as of Sept.1. From Dec. 31 to Sept. 
1, the total income was $28,630, dis- 
bursements $24,787. It has assets $15,- 
917 and liabilities $26. 

As to the Northwestern Mutual 
Benefit, as of Sept. 1, the income was 
$16,822 and the disbursements $13,245. 
The assets are $6,091 and the liabilities 
$956. The examiners found that it has 
complied with the mutual benefit act 
and the operation is in accord with the 
by-laws. It has 1,969 members. 


F. J. Peebles Has Increased 
Duties in Life & Casualty 


F, J. Peebles, vice-president of the 
Life & Casualty of Nashville, has been 
placed in charge of home office person- 
nel and is made expense controller for 
the company. He has been with the 
company for the past 15 years. For 10 
years he has been in the home office in 
various capacities, including auditor, 
controller and divisional manager. 

The north central division which was 








handled by Mr. Peebles for the past} 


five years, has been divided equally be- 
tween Vice-presidents J. E. Acuff and 
W. V. Walker, who have charge of the 
Mississippi Valley and southeast divi- 
sions respectively. 





Moratorium Is Now Lifted 


The moratorium on the payment of 
cash surrender values and the making of 
cash loans from that portion of the re- 
serve on Illinois Life policies taken over 
by the Central Life of Iowa, which are 
not impressed with a lien, has been 
lifted by order of Federal Judge Wilker- 
son of Chicago. The lien on Illinois 
Life policies amounts to 65 percent so 
that continuing policyholders of the Illi- 
nois Life now have recourse to 35 per- 
cent of the reserve that existed at the 
time of receivership of the Illinois Life. 
Under the original terms of the rein- 
surance, the moratorium on cash loans 
and payment of cash surrender values 
was to have extended until 1938. 

This is the first moratorium that was 
applied in the reinsurance of a company 
aa ned during the depression to be 
ifted. 





Pfeffer Secretary-Treasurer 

P. P. Pfeffer has been advanced by 
the Southern Life & Health from as- 
Sistant secretary to secretary-treasurer, 


the office formerly held by W. R. 
Lathrop. 





Continental Assurance Dividend 


Directors of the Continental Assur- 
ance have declared a dividend of 50 cents 
a share payable Dec. 31 to stockholders 
of record Dec. 14. 


Drive for Head 
The General American Life is holding 
@ special sales drive on President Wal- 
ter W. Head’s birthday, Dec. 18. 








Lite business of the Veterans National 
i fe Association of Columbus was re- 
buured in the Central Assurance, Colum- 


| Casualty and Continental 














As SEEN FROM CHICAGO 





PACIFIC MUTUAL’S INCREASE 


George I. Cochran, board chairman 
Pacific Mutual, and C. Moore, 
assistant to the president, were in Chi- 
cago visiting local agencies on their way 
to the Life Presidents Association meet- 
ing. Mr. Cochran said that the Pacific 
Mutual would show an increase of $12,- 
000,000 in assets for the year, making 
total assets over $217,000,000. 

= me 
INSPECTION MANAGER TALKS 


J. P. McDowell, Chicago manager of 
the Retail Credit Company, addressed 
the meeting this week of the Chicago 
Home Office Life Underwriters Asso- 
ciation on “Latest Developments of In- 
spection Service to Life Insurance 
Companies.” 

* OK OK 


HINTZPETER AGENCY CONVENTION 


Agents of the H. C. Hintzpeter 
agency of the Mutual Life of New York 
in Chicago contributed most of the pro- 
gram at the annual field club convention 
of the agency in that city. The office 
will have about 20 percent paid volume 
increase this year and will pay for ap- 
proximately $15,000,000. There was an 
all-day business meeting with dinner 
and entertainment following, Mr. Hintz- 
peter being host. E. E. Crosby, agency 
organizer, was chairman in the morning 
and John Janca, agent and past presi- 
dent of the club, in the afternoon. 
Agency Assistants W. C. Hake and M. 
E. Hickey spoke on mental attitude and 
creating good will. C. H. Anderson, 
leading agent, taiked on investment in- 
surance; N. H. Weiss, veteran producer, 
on the human side of the business; G. 
H. Smith, one of the leading agents, on 
taxes and life insurance. C. A. Stone, 
75, connected with the company 43 
years, was on the program. The new 
officers of the field club beside W. C. 
Hake, president, are: Vice-presidents, 
R. B. Mullaney and W. C. Huling; sec- 
retary-treasurer, Samuel Missner. 

xo * 


MUTUAL TRUST IN NEW HOME 


The Mutual Trust Life of Chicago 
has moved into its new home office quar- 
ters in the Field building at 135 South 
LaSalle street, Chicago. The company 
occupies about 60 percent of the ninth 
floor and has an arrangement to acquire 
additional space on the same floor as 
needed. One advantasce of the new 
location is that it enables the company 
to have all of its departments on one 
floor. The executive offices are on the 
LaSalle street side of the building. 

President Edwin A. Olson was hold- 
ing forth Monday, when the formal 
opening was held, greeting old friends. 
Numerous floral bouquets were re- 
ceived. The Mutual Trust now occu- 
pies considerably more space than it did 
in its old location at 77 West Washing- 
ton street. The company is closing one 
of its best years, and its new statement 
figures will reveal substantial gains in 
assets, surplus and insurance in force. 

* * * 
WANT RIGHT MEN APPOINTED 


The insurance division of the Illinois 
chamber of commerce headed by H. A. 
Behrens, president of the Continental 
Assurance, 
has drafted and approved resolutions 
designed to start a movement to insure 
the continued appointment of the right 
men for future directors in the Illinois 
state insurance department. The orig- 
inal recommendations were prepared by 
the executive committee headed by its 
chairman, James S. Kemper, president 
Lumbermen’s Mutual Casualty. Tihe 
Illinois chamber therefore is asking the 
various insurance associations to ap- 
prove the resolution and to take an ac- 
tive part in bringing about the pro- 
vision. 

The resolution asks “that all branches 
of the insurance business in the state 
unite in an effort to secure a continu- 


ation of sound and impartial administra- 
tion of the insurance laws of this state.” 

It suggests that a committee be ap- 
pointed for the purpose of presenting 
to each candidate for governor, prior to 
the next primary election “a declaration 
of the great need for such administra- 
tion of insurance to the office of direc- 
tor of insurance a man of exceptional 
character and standing, sufficiently ex- 
perienced, informed and capable as to 
guarantee the highest type of admin- 
istration.” 

The resolution asks that “an effort be 
made to increase by law the salary of 
the director of insurance to the end that 
the office will attract a man of the re- 
quired calibre.” It also urges that the 
people be advised of the position of the 
candidates for governor so that the peo- 
ple may know the importance to them 
of “strong and fair administration of 
the insurance laws” and of the “willing- 
ness or unwillingness of the candidates 
to commit themselves in this regard.” 

A part of the candidate’s pledge, the 
insurance division asks, shall be an 
agreement that “the appointment of the 





director of insurance shall be exclusively 
upon the grounds of eligibility and fit- 
ness for exceptional public service and 
without regard to political considera- 
tion, with a further assurance that politi- 
cal considerations shall in no wise be 
permitted to interfere with the just and 
impartial administration of the laws by 
the director of insurance.” 
x * * 
LUSTGARTEN AGENCY AHEAD 


The Samuel Lustgarten agency of the 
Equitable of New York in Chicago in 
11 months has paid for $15,700,000 of 
business with $651,000 premium. The 
premium total in the year is about 5 per- 
cent ahead of the total premiums for all 
of last year. Louis Behr, one of the 
star producers of the agency, and orig- 
inator of the Behr prospecting method, 
has paid so far for $1,600,000 in the 
Equitable and approximately $400,000 
surplus business placed in other com- 
panies. 

x * * 
WALSH SPEAKS IN CHICAGO 


W. E. Walsh, head of the inspection 
department in the home office of the 
Equitable Life of New York, was a 
visitor in Chicago several days this 
week on a tour of the central depart- 
ment. He was guest at a lunch of 
agency managers and department heads, 
addressing them on the importance of 

















good company to be with. 


OMAHA, NEBR, 


Set your course by dependable 
landmarks. Ahead is opportu- 
nity for every capable man. 
Choose acompany young 
enough to promote able men, 
yet old enough to have proven 
the calibre of its management 
‘by consistent growth and sound 
financial condition. Look up 
American Reserve Life—it is a 
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close understanding between home of- 
fice and field. There also was a meeting 
of assistant agency managers at which 
Mr. Walsh talked. 
* * * 
SWANSON AGENCY GROWS 


The H. G. Swanson general agency of 
the New England Mutual in Chicago, 
in 11 months has paid for $4,024,000 of 
life business and $437,000 annuity cash 
collections, taking seventh place cown- 
try-wide. Its November production 
showed 14 percent increase. The agency 
is four and a half years old. 

a oe ae 
SPEAKERS AT SUPERVISORS’ PARTY 


Among the speakers at the dinner 
given by the Life Agency Supervisors 
of Chicago to their general agents and 
managers this week were I. B. Jacobs, 
Mutual Life of New York, who is presi- 
dent of the Chicago Life Underwriters 
Association; Walt Tower, its manager; 
Frederick Bruchholz, New York Life, 
president Chicago C. L. U. chapter, and 
R. J. Madigan, assistant manager Con- 
necticut General. 

i ee 

The Frederick Bruchholz agency of the 
New York Life in Chicago is first among 
the central department branches on com- 
bined lapse. record for the first nine 
months, 





@ Say Merry Christmas with a National 
Underwriter subscription—Use the en- 
closed card! Mail it right now! 





_H.R. Hill Richmond Manager 














LIFE AGENCY CHANGES 





Greenfield Succeeds Newton 


Richmond General Agent of Union Cen- 
tral Resigns to Head Life De- 
partment of Agency 








. K. M. Newton has resigned as 
Richmond general agent Union Central 
to become manager life department of 
the Tabb, Brockenbrough & Ragland 
agency in that city. He has already en- 
tered upon his new duties. The agency 
has long represented the Travelers. J. 
C. Greenfield, formerly with the Massa- 
chusetts Mutual in Atlanta, succeeds Mr. 
Newton with the Union Central. 


Life of Virginia Appoints 





H. R. Hill has resigned as state agent 
of State Mutual of Worcester to become 
manager Richmond district Life of 
Virginia, which office writes both ordin- 
ary and industrial. Mr. Hill will enter 
his new duties Jan. 1. He has been with 
the State Mutual the past three years. 
Previously he was supervisor C. C. Hall 
general agency Life of Virginia at 
Richmond. Mr. Hill is a former presi- 
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THEY PREFER MUTUAL BENEFIT 


™ A new generation is building life insurance estates. 
When they add new policy units, they will prefer— 
as their fathers did—to “keep it in the Mutual Benefit”: 
the company which is committed to the policy of mod- 


possible, the advantages of new ones. 


my COMPANY « NEWARK 





as to give them, as far as 


dent of the Richmond Association of 
Life Underwriters. He is an alumnus 
of Randolph-Macon college and is presi- 
dent Richmond Randolph-Macon Club. 
He will succeed S. B. Bass, who be- 
comes associate manager. Mr. Bass is a 
veteran in the service. 


Fisher & Pardee Formed 


H. J. Fisher, Webster City, Ia., and 
C. L. Pardee, Boone, have formed a 
partnership to represent the Northwest- 
ern Mutual in Webster City. The agen- 
cy will handle Hamilton, Wright and 
Hancock counties. C. R. Garrett, Sioux 
(City, is general agent northwestern 
Iowa. 


Novel Announcement Card 


John Rock of St. Louis announced his 
new connection with the Yeomen Mu- 
tual Life by reproducing in reduced size, 
on a card, photostatic copies of the 10 
applications for total of $36,500 which 
he wrote during his first day with the 
Yeomen Mutual. He becomes the dis- 
trict manager in the Wellston area for 
the St. Louis agency. He entered the 
business in 1919 as a home office agency 
assistant for the Mutual Life of Balti- 
more. He was subsequently connected 
with the Missouri State Life and Con- 
tinental Assurance. 








Skelly Group Supervisor 
J. S. Skelly, who has been manager 
of Region B in Philadelphia for the 
Prudential, has been appointed super- 
visor of the group department. He is 
succeeded as manager by W. W. J. 
Letts, former assistant manager. 





Warren Named at Los Angeles 
The Columbian National Life has ap- 
pointed Charles K. Warren as general 
agent at Los Angeles. Mr. Warren has 
had a long experience in life insurance, 


 _— 
having begun as agent and advanced to 
supervisor and manager. 

Mr. Warren was formerly for seyey 
years manager at Los Angeles fo 
Acacia Mutual and more recently repre. 
sented the Capitol Life of Denver, }, 
has been a successful personal producer 
and at one time was in the real estate 
business, 


| A. J. Johnson with Monarch 


Arthur J. Johnson, who resigned re. 
cently as home office general agent for 
the Yeomen Mutual Life of Des Moines, 
has been appointed general agent in that 
city for the Monarch Life with head. 
quarters in the Capitol Theater building, 
He started in the business in 1922 and 
has been affiliated with the Travelers, 
Equitable of Iowa and Yeomen Mutual, 
H. B. Eckey will continue with the Des 
Moines agency of the Monarch Life, as 
associate general agent. 





Travelers Names Meese 


H. M. Meese has been appointed gen. 
eral agent Travelers at Davenport, Ia, 
succeeding the late Charles Huber. Of. 
fices are 507 First National building, 
Mr. Meese will be in charge of the life, 
accident and group departments. He 
was an agent the last 19 years and the 
last 10 years a leading producer. 





District Manager Changes 


C. D. Le Favour, district manager 
Equitable Life-of New York in South 
Bend, Ind., is resigning to be succeeded 
by Robert Croemer, district manager at 
Richmond, Ind., who is being  trans- 
ferred to South Bend. Ray De Vaney 
has been appointed district manager at 
Richmond. The changes are effective 
jan. A. 


Frye With Great Northern 


A. W. Frye, for the last four years 
Wisconsin state manager of the Mod- 
ern Woodmen of America with head- 
quarters in Madison, Wis., has resigned 
to take a general agency with the Great 
Northern Life for the southwestern sec- 





tion of Wisconsin. Milo J. Frye, his 








French and Horner Join Forces 








F. R. HORNER 





L BENEFIT 








H. L. French, general agent for the 
Northwestern Mutual Life at Madison, 
Wis., for 17 years, has formed a part- 
nership with F. R. Horner as junior 
member, and the agency will be op- 
erated as French & Horner after Jan. 1. 
Mr. Horner has been special agent at 
Madison since 1919. The Dane county 
production of the French agency has 
shown higher per capita performance 
and higher average production per agent 
than all but a few counties in the United 
States, producing as high as $3,000,000 
annually in the county. 

Mr. Horner has been a big factor, 





averaging $445,000 yearly during his 16 








H. L. FRENCH 


years as special agent. -His total paid 


business, including 11 months of 1935, is 
He has won many | 


about $7,000,000. 
honors and qualified for the Marathon 
Club with 100 lives or more vse 
Among older agents who have sok 
business on the programmed or audit 
basis, Mr. Horner stands high. He is a 
Cin U 


'H. L. French has been prominently | 





identified with association activities of / 


the company for many years. 


He was | 


vice-president and president of the As- | 


sociation of Agents, and later president | 


of the General Agents’ Association ° 
the Northwestern Mutual. 
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son, associated with him in the former 
work will also go with him in the new 
osition. They will be associated with 
Brace M. Stahl, agency supervisor for 
the Great Northern, with offices in the 
Insurance building at Madison. 





Appointed Dallas Manager 


The Bankers Life of Des Moines has 
appointed B. Scroggie formerly 
home office supervisor in the southwest 
for the Acacia Mutual, as agency man- 
ager at Dallas. i 

A native of Michigan, Mr. Scroggie 
entered the insurance business with the 
Michigan Mutual Liability, and became 
engaged in the real estate business in 
Detroit when the city was expanding 
due to the automobile industry. He 
later joined the Acacia Mutual as man- 
ager of its Detroit agency. He was 
then made southwest supervisor and 
maintained his home in San Antonio al- 
though he travelled extensively through- 
out his territory. 





Moelich Named at Elgin 


W. E. Moelich has been appointed 
general agent at Elgin, Ill., for the Gen- 
eral American Life. He was formerly as- 
sistant manager in the Chicago Heights, 
Ill, office of an eastern company, and 
has been in the business since 1926. 





Raymond Sparks 


Raymond Sparks, assistant manager 
of the Connecticut General at Kansas 
City, has been transferred to Chicago 
associated with Manager F. H. Havi- 








National Underwriter 
Man Joins Prudential 











Harry C. Mountain, who has just re- 
signed as manager at Philadelphia for 
THE NATIONAL UNDERWRITER, has joined 
the Philadelphia 
ordinary agency 
of the Prudential 
of which the man- 
ager is H. . 
Cross.: For the 
past six years 
Mr. Mountain has 
represented THE 
NATIONAL UNDER- 
WRITER and the 
Rough Notes 
Company in 
Philadelphia, 
Baltimore, Wash- 
ington and Pitts- 
burgh. He has 
many friends in 
the field. He is 
a native of In- 
dianapolis and at- 
tended Notre 
Dame University. He became at- 
tracted to the life insurance business be- 
cause of his contact with .the business 
while he was calling on life insurance 
men. 





H. C. MOUNTAIN 





R. W. Champion has been appointed 
general agent by the Great Northwest 
Life at Beeville, Tex. 

E. F. Johnson has been appointed dis- 
trict manager for the Mutual Life of 
New York at Alexandria, Minn, 








LIFE COMPANY 


CONVENTIONS 





Provident Mutual General 
Agents to Meet in Chicago 





The annual meeting of the Provident 
Mutual General Agents Association 1s 


' to be held in Chicago at the Blackstone 
> hotel, Jan. 6-9. The chairman of the 


atrangements committee is Carleton 
Furr of Norfolk, Va., who is president 


) of the association. There will be a large 


attendance of home office officials. 


Equitable Veteran Legion 
RALEIGH, N. C., Dec. 12—At a 





| meeting of Equitable Life of New York 


agents from eastern North Carolina and 


' western Virginia, the John Pasco post 


of the company’s veteran legion was es- 


| tablished. Manager John Pasco, Raleigh, 
| presided. Vice-president W. W. Kling- 


Rae Ce ant ti pa 


man from the home office; W. J. Pod- 
dey, district manager North and South 
Carolina, and N. J. Rossman, superin- 
tendent southern. department, spoke 
briefly. Eligibility to membership re- 
quires a five year service with the com- 
pany. Similar posts will be estab- 
lished throughout the country. 


Southwestern Life Meet 
DALLAS, Dec. 12.—More than 300 
qualified for the Southwestern Life’s agency 
convention Dec. 12-14 at the Rice hotel, 





Millions in Premiums Are 


Written in A. & H. Drives 





You can get the ideas and plans 
that have created millions of dol- 
lars in accident and health pre- 
miums by subscribing to The Ac- 
cident & Health Review—the or- 
iginator of Hoodoo Day and 
Sponsor of National Accident & 
Health Week. For only $2 a year 
you get this live-wire paper, 
packed full of business building 
methods. Use the enclosed card 
right now and start out 1936 with 
a bang! 














Houston, the largest number to qualify 
in the company’s history. President C. 
F. O’Donnell delivers the keynote ad- 
dress. Other speakers are: Arthur Co- 
burn, vice-president; R. R. Lee, vice- 
president and agency director; E. 
Brown, vice-president and actuary; T. 
L. Bradford, vice-president and treas- 
urer; R. A. B. Goodman, vice-president 
and secretary; DeWitt Smith, medical 
director; G. W. Mills, Amarillo super- 
visor; P. C. Creamer, San Antonio sup- 
ervisor; G. H. Lang, Keerville, agent, 
and K. H. Pittard, Cisco, agent. Wal- 
ter Woodul, Texas lieutenant governor 
will talk. 





Great Northern School 


Twenty representatives of the Great 
Northern Life participated in discus- 
sions at an agency meeting of the Great 
Northern Life at Madison, Wis., where 
A. W. Frye has just been appointed 
general agent for southwestern Wis- 
consin. Brace M. Stahl, agency super- 
visor with headquarters at Madison, 
presided. The school of instruction was 
conducted by E. P. Oertel, assistant to 
the vice-president. 





North American Meeting 


Paul McNamara, vice-president ; Charles 
Ashbrook, superintendent of agencies, 
and George Melberger of the North 
American Life conducted a meeting for 
the Moore & Moore agency in Green 
Bay, Wis. Mr. McNamara explained 
the federal social security act and its 
relation to life insurance. 





Woodson Conducts Clinic 


B. N. Woodson, Mutual Trust Life 
executive assistant, conducted a sales 
clinic at a meeting of the M. O. Solberg 
general agency in Eau Claire, Wis. 


Name Stedler and Greene 


William Stedler of the “Insurance 
Field” was elected chairman of the 
group B section of the Insurance Ad- 
vertising Conference and Bartlett 
Greene, “American Agency Bulletin,” 
vice-chairman, at the session in New 
York. 








































Homes with Children 
Need Insurance 


What stronger appeal cou'd you have in your sales 
kit than a Life Insurance plan especially designed for 
Junior? 


Security Mutual Life Juvenile Insurance on the 
20 Year Endowment or the 20 Pay Endowment at Age 
64 plan is interesting to all parents. The Payor Benefit 
clause provides for waiver of premiums in case the one 
who pays the premium dies before the insured reaches 
the age of 21. 


Security Mutual Juveniles provide for dividends and 
cash values. They furnish an ideal foundation for any 
child’s life insurance program. 


Full particulars and rates from any General Agent 
or from the Home Office. 


Security Mutual - Life 
Insurance Company 


BINGHAMTON, N.Y. 




































The Home is 
the Foundation of Society 


eee and of Life Insurance 


The primary reason for the existence of 
the institution of life insurance is the 
protection and preservation of the 
home. Life insurance selling creates an 
opportunity for the productive use of 
your idealism, your sympathetic un- 
derstanding, and your desire to serve 
mankind. 


To all those who seek to contribute to 
the welfare and happiness of others, 
we express our deep appreciation. 
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A WORLD WIDE INSTITUTION 


Incorporated in 1865 





HE international character 

of the Sun Life provides 
unique facilities for the service 
of its clients in 40 different coun- 
tries on 5 continents. 





The Company maintains 54 
branch offices in 40 states of the 
Union, giving a coast-to-coast 
service. 





SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE MONTREAL 











WHEN YOU WERE RICH 
ON $1 A DAY 


Before the turn of the century, when a man made $1 a day—spent 
90 cents and put 10 cents aside for a “rainy day”—he was happy. 


Thousands of those “rainy days” savings of the ’90s have matured 
today to bring continuing happiness to countless Yeomen Mutual 
families who knew and relied upon the strength and conservatism 
of this great institution. In the ’90s—the ’35s—or any other time, 
there is no substitute for sound management. 


“Service Through the Years’’ 


Ye 4 ees Y Uf lu lial 3 
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NEWS OF LIFE ASSOCIATIONS 





Zone Conference to Be Held 


Southeastern Michigan Associations 
Meet in Detroit Dec. 14 for an 
Executive Session 


Officers and directors of southeastern 
Michigan associations will gather at the 
Book-Cadillac Hotel, Detroit, Dec. 14 for 
executive conference of this zone of the 
Michigan association, with W. S. Reeve, 
manager Union Central and zone vice- 
president, presiding. Delegates will at- 
tend from Detroit, Pontiac and Ann Ar- 
bor associations to hear A. P. W. Hew- 
ett, Mutual Life of New York, Ann 
Arbor, discuss public relations; J. C. 
Hanley, district manager State Mutual, 
Pontiac, on membership; H. B. Thomp- 
son, Detroit, secretary-counsel, on leg- 
islation, and P. J. Crandall, manager, 
American Life, Jackson, on speakers’ 
bureaus and district sales congresses. 

en te oe 


Texas Sales Congresses 


A sales congress is to be held in Hous- 
ton, Feb. 3, San Antonio, Feb. 4, and 


Dallas, Feb. 5. 
Sierras aie 


Chicago—The women’s division will 
have a luncheon meeting Dec. 17 in 
Carson, Pirie, Scott’s “Blue Room,” with 
a program of two addresses and a dis- 
cussion. .Sara Frances Jones, chairman, 
will preside. Miss Genevieve Forsberg, 
Equitable of New York, will talk on 
“The Quarter Million Habit,” and Mrs. 
M. H. W. Bennett, New York Life, on 
“How to Become a Consistent Weekly 
Producer.” The annual election and in- 
stallation of officers will follow. The 
Chicago association’s stag party at the 
Hotel Sherman Dec. 19 will take the 
place of the regular monthly meeting. 
There will be a floor show, four boxing 
bouts and other entertainment. 


* * 


Des Moines—Selling is 25 percent tech- 
nical ability and 75 percent personality, 
said J. S. Knox, Chicago sales consult- 
ant, at the December meeting. In any 
line of selling the important thing is 
to make the purchaser see what service 
the purchase can give him. A salesman 
with an objective, he said, must con- 
sider the difficulties in the way of at- 
taining it and. then take stock of his 
equipment to overcome them. 


* OK 


Montgomery county, Kan.—A meeting 
was held at Coffeyville to consider the 
organization of a county association. 
President L. C. Swinney and L. B. Brown, 
secretary-treasurer of the state associa- 
tion, were present. A meeting will be 
held Jan. 3 at Independence to perfect 
the organization. 


* *K 


Tulsa, Okla.—Floyd Shurtleff, Bankers 
Life, is president 1936 term, succeeding 
C. E. Hadley, Prudential. Other officers 
named are: Paul Wallace, Equitable 
Life of New York, vice-president, and 
R. D. Moorhead, Equitable Life of Iowa, 
secretary-treasurer. Roscoe Seevers, na- 
tional committeeman, continues in office. 


* K * 


Alabama—Committee chairmen for the 
newly formed Alabama Association of 
Life Underwriters announced by Presi- 
dent J. O. Ogle, Birmingham, are: Con- 
vention, Mr. Ogle; education, W. I. Pitt- 
man, Birmingham; extension; O. L. Mims, 
Birmingham; finance, T. J. Huey, Bir- 
mingham; legislation, J. D. Wilcox, Bir- 
mingham; membership, T. J. Huey, Bir- 
mingham; sales congress, R. C. Ward, 
Mobile. 
* *k x 


San Francisco — A _ constitutional 
amendment providing for “associate 
membership” for agents in the business 
less than two years was adopted. Offi- 
cers expressed opinion there should be 
clear cut distinction between the agents 
just entering the business and those well 
established, and lower dues for associate 
members so new men can take part in 
association work. With H. V. Mont- 
gomery, joint general agent State Mu- 
tual Life, as chairman, plans are being 
completed for the annual sales confer- 
ence in the spring. The association will 
cooperate with the Oakland-East Bay, 








—— 


ciations in bringing to the Pacific Coag; 
outstanding speakers from eastern cep. 
ters. The sales conferences in thege 
cities will be timed to take advantage 
of the western visit of L. O. Schriver, 
president National association; R. B 
Hull, managing director, and Leon Gil. 
bert Simon. 
* * x 


Northern New Jersey—tThe estate, in. 
heritance and gift tax, both federal ang 
state, as it affects life insurance were 
explained in detail at a meeting in New. 
ark by F. L. Morton, New York Life 
agency manager in New York City. There 
are two ways of selling life insurance— 
one being on the inheritance tax plan 
and the other which would cut down and 
minimize a man’s tax burden. Leslie G, 
McDouall, associate trust officer Fidelity 
Union Trust Company of Newark, said 
that life underwriters must have a work. 
ing knowledge of tax matters as it 
affects life insurance. He also showed 
how some estates shrink after taxes and 
other bills have been paid. The associa- 
tion now has 310 members, an all-time 
peak. 

* *K * 

Kansas—May 16 has been selected ten- 
tatively for the annual meeting and sales 
congress of the Kansas association 
which will be held at Wichita. General 
agents and managers are scheduled to 
hold their gathering the evening before, 
President Lester O. Schriver of the Na- 
tional Association will speak. President 
L. C. Swinney is arranging the program. 


* * * 


Jamestown, N. Y.—The last meeting 
was in charge of the Metropolitan Life, 
with Manager Ross D. Metzger presid- 
ing. The Metropolitan sent Messrs. La- 
Bombard and Trott to Jamestown to put 
on an insurance act, which made a big 
hit. 

* *K 

Los Angeles—Phineas Prouty, Jr, 
vice-president Los Angeles association, 
has been appointed chairman of the com- 
mittee on cooperation with attorneys, 
banks and trust companies, which works 
jointly with the fiduciary committee of 
the Bank of California. 


* * x 
Wichita—A ladies’ night was a fea- 
ture. Earl Warson, Mutual Life of 


N. Y., was program chairman. Another 
party is considered for the Christmas 
season. The association heard the sec- 
ond of a series of lectures on ‘The 
Psychology of Selling,” by Dr. W. H. 
Mikesell, psychology department, Uni- 
versity of Wichita. : 


* OK 


St. Paul, Minn.—“The Art of Organ- 
ized Prospecting” was discussed by 
James H. Brennan, Chicago general 
agent for the Fidelity Mutual Life. 


* OK 


San Antonio—C. C. Robinson, editor of 
the “Insurance Salesman,” gave an ad- 
dress on “Prospecting.” 

* * 

St. Louis—“‘What It Takes to Become 
a Consistent Producer” is the subject 
given by E. L. Weimer, John Hancock 
Mutual, Marion, O., at the Christmas 
meeting. Mr. Weimer has written $300,- 
000 to $450,000 new insurance annually 
the past seven years. He has averaged 
three paid applications per week over 
the entire period he has been carrying 4 
rate book. 

* * x 
Jackson, Mich.—Delos Walker, New 
York, associate editor Liberty magazine, 
will speak Jan. 13 on “Depression Fal- 
lacies vs. Recovery Facts.” C. S. Gray, 
Battle Creek, spoke on “The Value of 
Youth.” 


x 9 sok 
Detroit—L. S. Broaddus, manager Aca- 
cia Mutual, Chicago, talked on “The 


Balanced Underwriters” at the Decem- 
ber meeting. 

* *K * 
Richmond, Va.—R. G. Richards, agency 
secretary Atlantic Life, spoke at 4 
luncheon meeting on “The Social Secur- 
ity Act.” 

* *K * 
Jacksonville, Fla.—R. B. Hull, general 
manager National association, addressed 
a special meeting. 


——e 
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Agency. Meeting Symposium 





Voluntary Attendance, Moderation in 
Contests, Are Ideas Stressed in Phila- 
delphia Supervisors’ Conference 





PHILADELPHIA, Dec. 12.—At a 
roundtable symposium on agency meet- 
ings and agency contests of the super- 
yisors’ conference Philadelphia Associa- 
tion of Life Underwriters, it was the 
consensus of opinion that meetings were 
helpful if they were held regularly and 
were made varied and interesting, with 
attendance voluntary. Contests are of 
value if they are held in moderation and 
in such fashion that every member takes 


art. 

' : Berlet, Mutual Life of New 
York, stated that he favored meetings 
because man’s activities from school 
days on tend to group activities. Meet- 
ings, he said, should be held 52 weeks 
a year, at a given time and should not 
last over an hour. They should be on 
a definite idea with a relation between 
subjects. The day of the pep meetings 
is over, he thinks, and the meetings 
should be educational with inspiration 
given through education. He favored a 
guest speaker once a month with a dif- 
ferent type meeting occasionally. To 
illustrate, he cited a clinic with the su- 
pervisor dressed as a doctor, an office 
girl, the nurse and an agent the patient 
desiring his problems analyzed. An- 
other was a mystery meeting where the 
supervisor was garbed as Ben Ali, the 
mystic, and the agents wrote their prob- 
lems on cards. The mystic then read 
the cards and gave the answers to the 
questions. “Lack of preparation hurts 
meetings,” he said. 


Attendance Not Mandatory 


“Compulsion?” he said, “No. Make 
meetings so attractive that favorable re- 
action will increase attendance.” He ad- 
vocated a personal touch with the super- 
visor in charge giving public notice of 
wedding anniversaries, birthdays, and a 
Christmas party and a summer picnic. 

Henry Pickard, Connecticut General, 

also held meetings indispensable. He 
said the procedure followed in his office 
was to encourage men not to show their 
faces in the morning but to be out on 
the street working while they were 
fresh. Meetings are Monday afternoons 
at 4 o’clock. 
_ It is not mandatory to attend. Meet- 
ings are conducted from the manager’s 
desk with the men grouped around in- 
formally. Agents are encouraged to ask 
questions. Generally speaking, meetings 
are along educational lines and always 
with the thought of leaving the, men 
with at least one idea “to help him in 
the field.” 


Approves Contests 


Stokes Carrigan, Provident Mutual, 
said, “I believe in contests with modera- 
tion. I think people love contests.” He 
Stated that contests used to be based on 
volume, but it was found that only cer- 
tain agents were active. Now they are 
based on participation “to get every- 
one to take a part. To give a man some- 
thing to strive for.” Care is needed in 
Tunning contests and to avoid having 
too many of them and they should not 
last too long. 

_ Awards are usually something relat- 
ing to business. Wives are usually in- 
ormed what is going on by mailing 
literature home. 

ouglas Grannis, Penn Mutual, stated 
that contests had been successful for his 
agency. He grouped them as general, 
Such as a leaders club where the leaders 
g0 to lunch once a month and home 
office contests. Better results are ob- 
tained from smaller contests if they °° 
run properly. 


a 
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Finds Selling End Slighted 


Sales Manager Preston Gives Tips on 
Motivating Agents at Detroit 
Organization Meeting 








DETROIT, Dec. 12.—The selling end 
of life insurance has enjoyed the least de- 
velopment of any phases of the industry, 
J. A. Preston, sales manager Columbus 
Mutual Life, told the Associated Life Gen- 
eral Agents & Managers in a talk on 
“Motivating the Agent.” 

More study has been devoted to the 
number of steps a $75 per month filing 
clerk takes in filing a policy card than 
to the number of steps the agent who 
sold the policy dealt with on the filing 
card took in selling it, he said. The 
companies, however, are beginning to 
turn their attention to this important 
end of the business. Motivating the 
agent to sell efficiently is the principal 
task confronting the general agent and 
manager. Proper motivation of new 
agents is important, but even more so 
is to see that all experienced men are 
properly motivated. The experienced 
men as a rule are larger producers, he 
said, and a 25 percent increase in pro- 
duction by old timers, brought about 
by studying their motivation, usually 
means more than a similar result with 
new men. 

Mere earning of a living is not suffi- 
cient motivation for any agent, he said, 
nor is the money that may be made 
by writing more business. A general 
agent should study his men and adroitly 
draw from them hopes and plans that 
may be used to build up motivation. 

Partial or near goals may have to be 
selected, such as to show that by in- 
creasing production only 10 percent or 
15 percent, the agent can attain one of 
his objectives; by another small increase, 
he can reach a second goal, etc. 





Boston Managers Meet 


BOSTON Dec. 12.—L. S. Morrison, 
Sales Research Bureau, spoke on “In- 
come and Profit” and Charles Metzger, 
superintendent Woods agency Equit- 
able Life, Pittsburgh, talked on plan- 
ning agency production before the Bos- 
ton Life Insurance General Agents & 
Managers Association. 
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Billings Elected New Head 
of Massachusetts Indemnity 





Roger Billings, formerly secretary and 
general manager of the Massachusetts 
Indemnity, has been elected president 
to take the place left vacant by the re- 
cent death of C. L. Tebbets. 

At the same time Arthur G. Carver 
and Harold J. Tripp were elected vice- 
presidents; Dr. A. B. Shoemaker, vice- 
president and medical director; J. L. 
Downs, secretary; Philip F. Nelson, as- 
sistant secretary; Charles M. Nelson, 
treasurer, and M. L. Ross, assistant 
treasurer. 

T. D. Harvey, vice-president of the 
Massachusetts Indemnity has resigned 
his position there. He will announce 
shortly a new connection to become 
effective Jan. 1. 





Writing Hospital Contract 


The First Mutual Health which was 
incorporated in Delaware and has now 
been licensed and started business, is 
writing a hospital indemnity contract in 
the event of illness or injury. Assess- 
ment liability is limited to one times the 
annual premium. W. Friedland is 
president; A. A. Gliboff is vice-presi- 
dent, and Morris Newman is secretary 
and treasurer. 





PROGRESS—AIl along the line 


Field records of The Great West Life for October and Novem- 
ber reflect a picture of the improving business conditions on 
this continent. A Placed Business objective of $10,000,000 
for the two months was well surpassed. Business gains were 


not confined to any one area, but were recorded in every 
territory from the Atlantic to the Pacific with United States 
branches contributing largely to the success achieved. Novem- 


ber 29th was the second day of the month to surpass the 
million dollar mark. 


eGREAT-WEST LIFE 








ASSURANCE COMPANY 
HEAD OFFICE...WINNIPEG,CANADA 

















PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


LIFE, ACCIDENT, HEALTH AND 
GROUP INSURANCE 


W. C. Cartinhour 
Vice-Pres. and Sec. 


Robert J. Maclellan 
President 











THE NATIONAL UNDERWRITER 


December 13, 1935 














More for You 


$$5 


The New “‘All-in-One Policy”’ 


will increase your production ... You can sell larger 
policies and more policies. Increased premium in- 
come with level commissions means increased 
renewals every year. 


THIS COMPLETE PROTECTION PLAN COMBINES 
Life, Accident, Health, and Retirement for Old Age 


Monthly Income in case of ACCIDENT 
| Monthly Income in case of SICKNESS 

Monthly Income for loss of HANDS, FEET or EYES 
Monthly Income for DEATH from ANY CAUSE 
Monthly Income for RETIREMENT 


ADDITIONAL ADVANTAGES 
Participating—Non-Participating—Juvenile—Special Competitive Policies 
— Disability Income — Annuities—Fdmily Maintenance — Commercial 

Accident and Health ; 


All these advantages with One of the Strongest Life Insurance 
Companies in America 


The Ohio State Life Insurance Co. 
Columbus, Ohio 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 
to 65 next birthday. 


a Sn 
A POLICY FOR EVERY PURSE AND PURPOSE 
OO 
Basil S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Independence Square Philadelphia, Penna. 
































SIZE ISN’T 
EVERYTHING .... 


—We offer BOTH strength and stability to protect the 
policyholder. 


—AND a compact organization that permits close, inti- 
mate cooperation with our agents. 


enon | 





Excellent general agency locations available. Write 


The Old Line Cedar Rapids Wite 


INSURANCE’ COMPANY 
Cedar Rapids, Iowa 


Colonel C. B. Robbins, Pres. 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


etc. Supplementing the ‘“‘Unique Manual- 


Rate Books, 
d “‘Little Gem,” Published Annually in May and March respectively. 


, PRICE, $5.00 and $2.00 respectively. 





Fidelity Mutual’s Schedule 


Dividend Scale Unchanged Except for 
Slight Reduction in Dividends on 
Single Premium Policies 








The Fidelity Mutual Life, Philadel- 
phia, will continue its dividend scale on 
3 percent reserve policies adopted last 
June with no change except a slight re- 
duction, maximum 5 percent, in divi- 
dends on single premium policies. The 
distributive interest rate is 334 percent 
instead of 4 percent, effective Jan. 1. 

In his notice to company managers 
and agents, President Walter Lemar 
Talbot said: “Effective Jan. 1, some ad- 
justments will be made in dividends on 
policies issued prior to June 1, 1935. In 
general, the result for policies of short 
duration is a moderate increase, and for 
policies of the longer durations the divi- 
dend in no case will be less in actual 
amount than the dividend apportioned 
to the same polic-- on its 1935 anniver- 
sary. 

“Our mortality experience thus far 
in 1935 has been favorable. This, in the 
judgment of the directors, gave justifica- 
tion for liberal action, although in these 
changing times freedom must be_ re- 
served to meet any new conditions 
which may arise. 

“The trend toward lower interest 
rates is well known and will likely con- 
tinue for some time. This increases the 
problem of keeping our funds currently 
invested to serve the requirements of 
safety and sufficient yield. It reduces 
the contribution to dividends heretofore 
derived from excess interest earnings. 
Obviously, it makes necessary a lower 
distributive rate on proceeds of policies 
left at interest and on dividend accumu- 
ulations.” The action will make in- 
creased confidence, he said. 


Southern Life & Health Is 
Issuing Endowment Annuity 








The Southern Life & Health is now 
issuing continuous premium and 20 pay- 
ment endowment annuities at 65. At 
maturity the insured has option of ac- 
cepting cash value $1,290 per $1,000 or 
life income ($10 male, $9.09 female) for 
100 months certain. Increased surren- 
der charges result in reduction of cash 
value, the new surrender charge extend- 
ing beyond the 10th year which was the 


limit in old contracts. 

Cont 20 Cont. 20 
ge Prem ay. Age Prem. Pay. 
| a $16.47 $25.45 36..... $34.57 $42.45 
aS 16.923 “25:99 S7..... 36.26 43.7 
- ae 17.40 - 26.57 .38..... 38.08 45.07 
eee 27.98. (SEAS: B9< wees 40.05 46.46 
| ae 18.46 BL.TT 406 0 ies 42.18 47.92 
Pe 20,99 “25:88 “41.0 c4 44.50 49.44 
ahi. 19.58 39.03 42..... 47.04 51.01 
22. 20.20 29.69 48..... 49.80 52.66 
Bihis gears 20:85. 20:88 44.0.0. 52.83 54.38 
Se oe a ee i ee | 56.16 ak 
| re S3i2% “$1.82 46..6.. 59.84 
Se 23.05 32.58 47..:.; 63.95 
eas 23.88 33.38 48..... 68.53 
See 34.77 84.21 46..... 73.68 
ee 25.71 35.08 650..... 79.51 
Be Sia 26072 2500 (Sle vcs 86.14 
ios cst 27.81 . 36.94 652..... 93.78 
| EE 28.98 37.93 63..... 102.67 
PP 30.23 38.99 54..... 113.14 
ae 31.58 40.09 55..... 125.71 
_ 33.02 41.23 





Reliance Continues Scale 


The Reliance Life announces that the 
present scale of dividends to policyhold- 
ers will continue during 1936 on life 
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and endowment policies. There will be 
a reduction in the dividend scale on the 
retirement income policies. This type 
of contract is no longer issued by the 
company. 

The rate of excess interest on trust 
fund dividends and interest will con. 
tinue for 1936 as 4 percent. 





Continue “Double to 60” Form 


The “double to 60” contract of the 
Business Men’s Assurance, which proved 
so popular during a special drive in 
November, will be continued for the re. 
mainder of the year. 

















NEW YORK NEWS 








LIFE PRESIDENTS REGISTRATION 


Attendance at the Life Presidents’ 
Association convention last week set a 
new high mark, exceeding by a substan- 
tial margin the previous record of 632 
set at the 1931 meeting. As there are 
always some who fail to register, a final 
figure will not be available until other 
sources beside the registration list have 
been checked, but it appears that the 
total will run in the neighborhood of 
650. 

* *k * 
WASHBURN WITH FROGGATT 


James H. Washburn, who has beena 
consulting actuary at Nashville, has 
joined the accounting firm of Joseph 
Froggatt & Co., which specializes in in- 
surance accounting and actuarial serv- 
ices. 

After a number of years in the actw- 
arial division of the Metropolitan Life, 
Mr. Washburn served as an executive 
and actuarial officer of La Latino Amer- 
icana Life of Mexico City. While there 
he was a member of the committee that 
was working on the formulation and 
codification of the present insurance 
laws of Mexico. 

He was active in the establishment 
of the only industrial life company in 
South America, located in Rio de 
Janeiro.., . 

He is a fellow of the American Inst- 
tute of Actuaries, Fraternal Actuarial 
Association and Insurance Institute of 
Toronto, an associate member of the 
Actuarial Society of America and Casu- 
alty Actuarial Society and a member of 
the International Congress of Actuaries 
and American Statistical Association. In 
1927 he spoke before the International 
Congress of Actuaries in London on 
“Social Insurance.” 


* * * 
BARBER MADE ASSISTANT 


William H. Barber has been appointed 
assistant manager of the Murrell Agency 
of the Connecticut General in New York 
City. After graduating from Dartmouth 
he spent several years in sales and sales 
management work for Thomas A. Ed 
son and in the investment banking field. 
Later he served in important capacities 
in emergency unemployment relief work 
in New York and with the civil works 
administration for the same group. He 
has been with the Murrell Agency since 
March, 1934, and is listed on the honof 
roll of leading producers. 


* * * 
HONORED AT DINNER 


Attendance at the dinner given by the | 


New York City Life Supervisors Asso 
ciation in honor of the general agents 
and managers of New York City 


reached a new high mark of 101. Speak- 
ers were introduced by Jerome Siegé 
Prudential, president of the association 
and toastmaster. . 

Among those attending were Pres 
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INSURANCE 


PLUS 


Illinois Bankers Life policies 
offer all the advantages of 
standard legal reserve insur- 
ance PLUS special features 
which greatly increase their 
sales attractiveness. 


SAVINGS ACCUMULATIONS 


may be combined with any 
regular policy, increasing 
their investment advantages, 
but allowing withdrawals 
without surrender or impair- 
ment of insurance. The ideal 
plan for limited payment or 
endowment. 


DOUBLE PROTECTION 


in the Bankers Special Policy 
for six years and refund of 
all premiums paid for 20 
years in a permanent life 


policy. 


ADJUSTABLE WHOLE LIFE 
policy pays face of policy 
PLUS all cash values during 
life expectancy with auto- 
matic extension for whole 


life — rate only $14.45 per 
$1,000 at age 35. 


JUVENILE POLICIES 


with or without payor bene- 
fits, on whole life or savings 
accumulation plans, from 
birth to age 14, are ideal for 
every need. 


ACCIDENT AND HEALTH 


insurance covers a wide 
range on plans suitable for 
men and women in all walks 
of life, at attractive rates. 


SALES OPPORTUNITIES OPEN 


in mid-western territory. 
You can make money under 
our liberal agency contracts. 


Join this growing company — 
Assets over $31,000,000.00 


ILLINOIS 
BANKERS 


LIFE ASSURANCE CO. 


KARL B. KORRADY, Vice-President, 
Director of Agencies 


MONMOUTH, ILLINOIS 
LIFE « ACCIDENT + HEALTH 





dent E. W. Allen of the Life Managers 
Association, general agent, New Eng- 
land Mutual Life; Manager J. S. Myrick 
of the Mutual Life of New York, trus- 
tee, American College of Life Under- 
writers; T. M. Riehle, associate man- 


ager Equitable Life of New York and 
immediate past president, National As- 
sociation; G. B. Door, unit manager, 
Northwestern Mutual Life and presi- 
dent New York City Life Underwriters 
Association. 








PACIFIC COAST AND MOUNTAIN 





Business Conditions Better 
Reports from. Spokane Life Insurance 
Men Show Improvement 
This Year 





SPOKANE, Dec. 12.—Reports here 
indicate life business is good. S. P. 
Weaver, Great Northwest Life, reported 
$21,000,000 issued business this year. 
Assets gained about $100,000, reaching 
the half-million mark and premium in- 
come was up about $25,000. 


Mutual Life Reports . 


Percy Cochran, Mutual Life, reports 
20 percent increase, the trend being 
toward larger policies. Policies are 
about 20 percent larger this year, he 
said. Every month save one showed a 
gain over the same month last year. An- 
nuity business is good. 

Business for the Equitable Life of 
New York has been satisfactory, Agency 
Manager C. H. McCoy reports. More 
life insurance and less annuities are be- 
ing sold. 

“Better than since 1929,” was the re- 
port from J. I. McKnelly, manager New 
York Life. 


Life Company Officials Are 
Visiting Agencies on Coast 








A. L. Dern, vice-president and man- 
ager of agencies for the Lincoln Na- 
tional Life, who is on his annual west- 
ern and Pacific Coast tour, spent two 
days with W. T. Shepard, Los Angeles 
general agent. At an agency luncheon- 
meeting, Mr. Dern discussed general 
business conditions and plans for 1936. 

Mr. Dern accompanied by Fred W. 
Gale, superintendent of agencies, is 
now visiting San Francisco, Oakland 
and Sacramento, and Mr. Dern will then 
continue his trip to the Northwest, with 
stops at Portland and Seattle. 

Mr. Gale who recently returned from 
an extensive trip to the Pacific North- 
west, reports that paid production of the 
western division to Nov. 1 shows a gain 
of 50 percent plus. 


MARCUSEN IN SAN FRANCISCO 


Carl R. Marcusen, president Pacific 
National Life of Salt Lake City, is visit- 
ing San Francisco, accompanied by A. 
M. Cheney, of the company’s executive 
committee. They expect to establish 
an agency in northern California. 


KEMP IN SAN FRANCISCO 


General agents, district managers and 
agents of the Pacific Mutual Life met 
in San Francisco to meet A. N. Kemp, 
newly elected president. This was the 
first time Mr. Kemp met with the field 
organization in San Francisco and it is 
expected that he will shortly meet with 
groups of representatives in other terri- 
tories. 





Yates Agency Conference 


The southern California agency of the 
Massachusetts Mutual at Los Angeles, 
of which John W. Yates is general 
agent, held its monthly sales-congress, 
Assistant General Agent William Mc- 
Clelland discussing “Count Your Bless- 
ings,’ pointing out many opportunities 
in the field due to general business im- 
provement providing surplus income 
that awaits investment. Alex. A. De- 
war, Los Angeles manager Equitable of 
New York, and president Life Managers 
Association of that city, emphasized 
prospecting as the major consideration 
and first requirement for success in life 











insurance selling. At luncheon there 
was a broadcast confined to the dining 
room, with brief talks on life insurance. 
Mr. Yates is considering use of radio as 
a business builder. The demonstration 
was handled by C. J. Matson, of radio 
station KHJ, Los Angeles. 





McMillan Is Expanding 


The Fred M. McMillan agency at Los 
Angeles for the Penn Mutual Life has 
recently added a number of new 
men. Beginning Jan. 1, Mr. McMil- 
lan’s plans include active development 
of outlying territory, with reference es- 
pecially to Pasadena, Long Beach, San 
Bernardino, Ventura and Santa Barbara 
counties. 








SOUTHERN FIELD 














Burton in Birmingham 

A. M. Burton, president of the Life 
& Casualty of Nashville, was guest at a 
dinner in Birmingham, Ala. with Harry 
DeBorde, district manager, as host. Mr. 
Burton said his company’s business in 
Alabama has reached a new high. He 
predicted an unusual business revival 
in the deep South during 1936. While 
on his annual inspection trip Mr. Bur- 
ton also visited agencies in Florida and 
Georgia. 





Group Policy Proves Hot 


LITTLE ROCK, ARK., Dec. 12.— 
The Lincoln National Life has canceled 
the disability provision of the group con- 
tract it has on police and fire depart- 
ment members. N. B. Weese, Lincoln 
National representative, said that $13,000 
claims have been paid under the con- 
tract. The firemen have been retaining 
a local attorney to press disability claims 
on a contingent basis. A new contract 
is being sought by the city council’s po- 
lice and firemen’s committee. 





Hargrove Starts Agency 

BEAUMONT, TEXAS, Dec. 12.— 
H. M. Hargrove, who retired as presi- 
dent of the San Jacinto Life several 
years ago, has entered the general in- 
surance business with his son, operat- 
ing as the Hargrove Insurance Agency 
with offices in the Goodhue building, 
Beaumont. 





Volunteer State Banquet 


The conclusion of a successful con- 
test between the field men and the local 
men from the home office of the Vol- 
unteer State Life which the field men 
won, was celebrated with a banquet in 
Chattanooga. 





J. J. Harrison, Arkansas manager of 
the Union Central Life and state direc- 
tor of the National Emergency Council, 
addressed the Little Rock Alumni Club’s 
football banquet. He also spoke in 
Jonesboro at a recovery banquet. 


Rogers Agency Xmas Party 
The annual Christmas party of the 
Homer Rogers agency of the Equitable 
Life of New York in Indianapolis will 
be held Dec. 13-14. There will be busi- 
ness sessions in the morning. Vice- 
president W. J. Graham is expected to 
attend from the home office and also 
M. Rothaermel, superintendent of 

agents, central department, Chicago. 
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wonder if there are any chairmen in 
heaven.” 

Another custom of the Life Presidents 
Association is to invite the president of 
the National Association of Insurance 
Commissioners to appear before it. 
Heretofore, the name of this organiza- 
tion has been the Insurance Coinmis- 
sioners Convention, but at its mid-year 
meeting it changed its name and W. A. 
Sullivan of Washington, head of the 
organization, therefore was the first 
commissioner to appear under the new 
title. Mr. Sullivan is a native of Ire- 
land. In his early youth he came to this 
country and located in San Francisco, 
becoming later on an insurance broker. 
At the close of the war, during which 
he was an aviator, he was ordered to 
Seattle and has remained there. “He re- 
entered the insurance business and in 
1932 was elected insurance. commis- 
sioner. 


Gave a Frank Expression 


In prefacing his address, Commis- 
sioner Sullivan said that he was giving 
a frank expression of the way he feels 
about insurance supervision, also he 
listed what he termed were some of the 
problems in life insurance, which all in 
the business acknowledged were such 
themselves. Mr. Sullivan carried his 
portfolio to the rostrum and had a little 
difficulty in extracting a copy of his ad- 
dress. Then he drank a couple glasses 
of water, but when he got started, he 
was at home. He struck a responsive 
chord when he said that the cost of 
examinations of domestic companies in 
Washington was charged to the state. 
Commissioner Sullivan stressed the fact 
that the center of the circumference of 
life insurance is the policyholder and 
his interest should always be kept in 
view. 

Subjects Demanding Attention 


The enumeration of those subjects 
which he stated should receive serious 
consideration of the companies is as 
follows: 

“1, The turnover in agency forces is 
yet too great. Reliable sources estimate 
that within the past decade not less than 
1,000,000 persons entered and departed 
from the life field, with the average 
tenure at less than three years, and an 
average agency turnover of from 30 to 
50 percent annually. It is further esti- 
mated that about one-third of these per- 
sons produced no business, and that the 
average cost of starting a new agency 
is about $400. If these figures are cor- 
rect it is apparent that a program for 
the reduction of this tremendous over- 
head will save vast sums for American 
policyholders annually. 


Lapse Rate Still Too High 


“2. The policy lapse rate is still too 
high. Disregarding the effect of abnor- 
mal times, this reflects a lack of sincere 
interest on the part of the agent in the 
needs and true desire of the policyholder 
and his true ability to pay. 

“3. Life insurance in this country 
has as yet failed to develop and adopt 
a sound and economical insurance pro- 
gram for individuals in the low income 
brackets. Group insurance in a meas- 
ure alleviates this situation, but is re- 
stricted in its field of operations. Some 
means should be applied through which 
this class could either secure a larger 
measure of protection for the premiums 
they pay, or the premium charge re- 
duced to a level more nearly commen- 
surated with the amount of protection 
afforded. 

Effect of the Twister 





appalling sum if it could be accurately 
estimated.” 

At the beginning of the first afternoon 
session Mr. Nollen announced the ap- 
pointment of the committee on resolu- 
tions: E. E. Rhodes, Mutual Benefit, 
chairman; F. L. Allen. Mutual Life of 
New York; William Brosmith, Trav- 
elers; C. A. Craig, National Life & Ac- 
cident; G. B. Young, National Life of 
Vermont; T. A. Phillips, Minnesota 
Mutual, and A. N. Mitchell, Canada 
Life. The nominations committee con- 
sisted of Henry Moir, United States 
Life, chairman; Julian Price, Jefferson 
Standard Life, and B. H. Walker, Life 
of Virginia. 

A. M. Collens, president of the Phoe- 
nix Mutual Life, appeared for the first 
time on the rostrum of the presidents’ 
annual meeting. The chairman stated 
that he has been closely associated with 
the investment side of the business and 
he said by temperament, training and 
experience he qualifies preeminently as 
an investment expert. Mr. Collens is a 
Yale graduate and was in the investment 
field in New York and Pittsburgh be- 
fore going with the Phoenix Mutual in 
1916. 





INVESTMENT TALKS 











- He became manager of its investment 
bureau and also that of the Phoenix 
Fire of Hartford and the Connecticut 
Mutual Life. He became financial vice- 
president of the Phoenix Mutual in 
1921. Last May he succeeded the late 
A. A. Welch as president. The chair- 
man, in introducing Mr. Collens, denom- 
inated him an expert in golf, stating 
that he delighted in concealing this 
from unworthy young salesmen and 
branch managers who visit the head 
office, leading them to the golf course 
and then deflating their ego. Chairman 
Nollen revealed the fact that Mr. Col- 
lens’ scores are consistently in the 70’s. 


Banker Gave Address 


President Collens’ talk dealt with the 
financial and investment side of insur- 
ance and the subject was continued in 
a way by President P. A. Benson, the 
Dime Savings Bank of Brooklyn. Last 
month Mr. Benson was elected presi- 
dent of the savings division of the 
American Bankers Association. The 
chairman stated that Mr. Benson in his 
early career entered the insurance busi- 
ness and later transferred his talents to 
another sphere. He then went into real 
estate work and entered the bank sav- 
ings field in 1917 as assistant secretary 
of the institution which he now heads. 
Mr. Benson is a well known yachtsman 
and the chairman stated that during the 
summer he may be found usually at the 
head of his staunch sailing craft in the 
waters of Long Island Sound. 

Another custom of the Life Presi- 
dents Association is.to invite a medical 








“4, The ‘twister,,—in comparing him 
with the hold-up man, apologies are due 
the latter. If a man holds you up and 
robs you of $100 your loss and his gain 
are equal, but the twister will ofttimes 
cause you to suffer a loss of $1,000 in 
order that he may receive a commission 
of $100. Hence, my apology to the hold- 
up man. What the twister costs the in- 
suring public annually would show an, 


Valuable Information in 
The Industrial Salesman 


The Industrial Salesman, pub- 
lished by The National Under- 
writer, is the leading monthly 
paper for the industrial-ordinary 
agent. It is the only publication 
giving complete financial informa- 
tion in the next few months on 200 
industrial-ordinary companies and 
burial associations. It gives this 
information on the local com- 
panies, on which it is hard to get 
information, as well as the larger 
companies. At the single sub- 
scription rate of $1 a year, the in- 
dustrial-ordinary agent will find a 
subscription one of the best in- 
vestments he ever made. Use the 
enclosed card to obtain 12 issues. 

















director to speak on mortality trends. 
This year Dr. C. T. Brown, medical di- 
rector of the Prudential, was selected. 
He is vice-president of the Association 
of Life Insurance Medical Directors and 
in July of this year he represented that 
body at the International Congress on 
Life Insurance Medicine. Dr. Brown is 
a native of New Jersey, born in Tucker- 
ton, is a graduate of Rutgers and later 
of Johns Hopkins. With the exception 
of his two years in New York, he has 
spent all his time in the medical depart- 
ment of the Prudential. 





— 


Two Million Dollar Mark 
Passed by Henry Mosler 


Henry G. Mosler of the Los 
Angeles agency for the Massa- 
chusetts Mutual Life has passed 
the two million mark in volume of 
personal production of paid-for 
er insurance for the year to 

ec. 1. 














SMITH’S DIALOGUE 








President George Willard Smith of 
the New England Mutual Life was the 
first speaker on the last morning. He 
adopted the Socratic method, introducing 
the dialogue plan in developing his sub- 
ject on tax problems. He stated that 
he was following the procedure adopted 
a couple of years ago when Vice-presi- 
dent L. A. Lincoln of the Metropoli- 
tan Life read a paper, dialogue style, 
which left a profound impression. Chair- 
man Nollen, in introducing President 
Smith, called attention to his background 
and training which have made him a vital 
factor in life insurance administration. 
He started his career in 1904 as a clerk 
in the actuarial department of the New 
England Mutual. He studied evenings 
at Massachusetts “Tech.” In 1909 he 
became assistant actuary of the Massa- 
chusetts insurance department and later 
became actuary of the Life Presidents 
Association. Therefore, he felt at home 
in mingling with the staff of the organ- 
ization as well as the officials of the 
member companies. In 1922 he was 
called back to his first love, the New 
England Mutual, as vice-president. He 
became president in 1929. Thus he had 
an admirable training all along the line. 
Chairman Nollen referred to his love for 
mountain climbing and his interest in 
amateur photography. 


Greetings Are Extended 


Following President Smith there came 
the greetings from other organizations, 
G. S. Nollen, president, Bankers Life of 
Iowa, speaking for the American Life 
Convention, he being its president; A. H. 
Beaton, president, National Life of To- 
ronto, ‘Canada, head of the Canadian Life 
Insurance Officers Association, speaking 
for that body and L. O. Schriver of 
Peoria, Ill., president of the National As- 
sociation of Life Underwriters, bringing 
a message from his organization. Mr. 
Beaton, by the way, came for the Ca- 
nadian Life Insurance Officers Associa- 
tion last year. He has been head of 
the National Life since 1925. Last year 
he was vice-president of the Canadian 
Life Officers Association. While Chair- 
man Nollen referred to the other organ- 
izations, as “brother organizations,” Mr. 
Beaton said that he brought greetings 
from your “sister organization across the 
line.” The Canadian association was or- 
ganized 42 years ago, and he said by 
this time it had become an “elder spin- 
ster.” Mr. Beaton said that there had 
been attacks directed at “big interests” 
represented by the life companies. He 
acknowledged that insurance is naturally 
a big interest, the biggest one of the 
country. People who are engaged in the 
business, he said, are proud of it, proud 
of what it is doing for humanity and 
they have no apology to make for it. 

On the program appeared the nota- 
tion that Dr. Harold W. Dodds, presi- 
dent of Princeton University, would 
speak. Chairman Nollen said that Dr. 
Dodds is probably the best known North 
American in Central and South America 
because of his work as electoral advisor. 
Dr. Dodds had a call to go to ‘Cuba 
to solve a situation created by a ruling 
of the supreme electoral tribunal. He 
was to evolve a formula for the election 
which was accepted. However, he found 
that he would not be able to complete 
his work, get to New York and make 
the address. 

Thus a hurry-up substitution had to 
be made and fortunately, the association 
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was able to secure United States Seng. 
tor A. Harry Moore of New Jersey, who 
served the state two different times as 
governor. He was probably the big hit 
of the convention. He swept the audi 
ence by the power of his eloquence, his 
apt illustrations, his dynamic personality, 
his culture and his wit. 

At the afternoon session there was an- 
other statesman on the program, he 
being Governor Hill McAlister of Ten. 
nessee. Chairman Nollen remarked that 
two of his ancestors served as governors 
of the state, his father was a member 
of the supreme court. Governor Mc. 
Alister is a Vanderbilt graduate and 
practised law in Nashville until he be. 
came city attorney. Then he was elected 
to the state senate, served as state treas- 
urer and in 1933 became governor. 


Moores Dominate 


Douglas E. C. Moore, vice-president 
and assistant to the president of the 
Pacific Mutual Life, was the next speak- 
er. Chairman Nollen called attention 
to the fact that the Moores dominated 
the program. In the first session came 
William Henry Moore, member of the 
Canadian Parliament. Friday morning 
Senator A. Harry Moore of New Jersey 
made an address and then came Douglas 
Moore. Therefore, the score stands three 
to two in favor of the Moores. Mr. 
Moore is a son of C. I. D. Moore, a man 
of fine culture and feelings. Douglas 
Moore has been connected with the Pa- 
cific Mutual during his entire business 
life. When he was a student at the Uni- 
versity of California, studying law, he 
worked at the company’s home office. 
At the end of the war he entered the 
legal department, becoming assistant 
counsel in 1921. Later he was elected 
junior vice-president and then vice-presi- 
dent. He was elevated to his present 
position in 1933. Mr. Moore gave some 
interesting and valuable information on 
death claim payments. 





AGENCY LEADER TALKS 











James A McLain, vice-president 
Guardian Life, one of the acknowl 
edged agency leaders of the country, 
was the last speaker. He has appeared 
on many platforms and is well known to 
insurance executives. He is an Ohioan 
by birth, graduating from Urbana Unt 
versity, Urbana, Ohio, and the Case 
School of Applied Science in ‘Cleveland. 
He started his life insurance career as 2 
rate book man for the Provident Mutual 
in Minneapolis. He took the first life 
insurance course at Carnegie “Tech” an 
when he left that institution, he was 
made agency assistant of the Guardian 
Life. Since then he has mounted up 
the ladder. Chairman Nollen called at- 
tention to the fact that the “A” in Mr. 
McLain’s name has no period after tt 
and does not stand for anything, having 
been inserted by his grandfather, whose 
name he bears, to avoid confusion re- 
sulting from a nearby cousin also having 
the same name. Chairman Nollen, how- 
ever, said that the insurance people 
would agree that “A” means “Affable” 
in Mr. McLain’s name. Mr. McLain 
naturally gave his attention to discours- 
ing on agency problems. 
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come manager of sales training in the 
educational department and later be- 
came superintendent of agents, retaining 
that position until 1929 when he was 
sent to Peoria. He said that every op- 
portunity should be taken to apprise the 
public of the fact that life insurance, 
whether in a stock or mutual company, 
is the greatest philanthropic institution 
that has ever been devised by the mind 
of man. 


What Agents Are Trying to Do 


President Schriver said that there are 
two or three things that the National 
Association of Life Underwriters is try- 
ing to do. He made it clear that his 
organization is in no sense a trade 
union. It tries and wants to work in 
harmony with other organizations. He 
said that his association has no aim or 
purpose that is inimical to the plans 
and purposes of the Presidents Associa- 
tion. The National association, he said, 
is interested, first, in the larger service 
to policyholders; secondly, a better in- 
formed and more intelligent public and 
thirdly, a higher degree of competence 
among field men. Therefore, he said, 
there are three points in which all hands 
might cooperate during the next year. 


Outlines Three Aims 


First, there should be most cordial 
and intelligent consideration given to 
the whole problem of public education 
in order that the people might have a 
more adequate conception of the plan, 
purpose and efficacy of life insurance. 
Secondly, there should be complete sym- 
pathetic and whole-hearted cooperation 
in the various activities of “Life Insur- 
ance Week.” Thirdly, there should be 
a raising of standards and an insistence 
on an adequately trained, conscientious, 
full time field personnel. 

The history of life insurance, Presi- 
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dent Schriver said, during the past cen- 
tury, although tinctured with vicissi- 
tudes of disappointment, has neverthe- 
less, been one of growth, progress and 
achievement. 


Senator Moore’s Address 


The next speaker left an indelible im- 
pression. He was U. S. Senator A. 
Harry Moore of New Jersey, having 
taken his seat in that body this year. 
Chairman Nollen said that when Sena- 
tor Moore took office the second time 
as New Jersey governor, he was the 
third man in the history of the state 
having the distinction of acting more 
than once as its executive head, inas- 
much as there is a statute to prevent a 
governor from succeeding himself. 

Senator Moore’s talk was _ based 
largely on the motif of self-reliance. 
What is needed today in the country, 
he averred, is “the spirit of self-reliance, 
the spirit of faith, the spirit of a belief 
in principles which are the rungs on 
which America has climbed and upon 
which this nation was made great.” The 
pioneers, he said, made all sorts of sac- 
rifices. 


Great Sacrifice of the Fathers 


Senator Moore declared that when he 
saw people with their knees striking to- 
gether and losing their morale because 
of the depression he thought of these 
early people facing disaster, great hard- 
ships and terror. They had self-depend- 
ence based on a divine faith. He said 
these men dreamed their dreams and 
they breathed into them the breath of 
life and they made a nation. 

Senator Moore quoted frequently from 
celebrated authors. He referred, for in- 
stance, to “Julius Caesar” in which 
Shakespeare said “Lowliness is ambi- 
tion’s young ladder and when he has 
attained the topmost rung he straight- 
way turns his back upon the ladder and 
looks into the clouds.” 


Turn Back on the Ladder 


Senator Moore said that the United 
States has done just that thing. It has 
climbed that ladder and it is time, he 
said, for the people to realize that that 
ladder and all it means is the thing that 
has made the United States great. He 
said, “We turn our back upon the ladder 
and listen to the wild-eyed pied pipers 
who, all over the nation, are playing 
their tune, the writers that Galsworthy 
says write with ‘cock-eyed cocksure- 
ness,’ ” 

Senator Moore said that he never ex- 
pected to have wealth. He stated that 
he did not want any more money than 
enough to keep him and he doesn’t covet 
the wealth of any other man. He said 
that all that he asked was a chance to 
get somewhere in the world by himself. 


Return to Fundamental Principles 


Speaking further, he said, “I have 
tried to briefly bring out to you the 
thought in my mind on what meat does 
this nation feed that it has become so 
great and the call to return to those 
fundamentals, those principles. not to 
let them’ go, hold them, as the sheet 
anchor that holds us to the best in life 
and in government, that principle of 
America.” 

The spirit of America he exemplified 
in this expression, “How much finer it 
is just to be a citizen of the United 
States where the seats of the mighty 
don’t go to royal blood but to a boy 
born in a log cabin like Lincoln or to a 
boy born in the purple like Washington 
or to a boy born in a tenement or the 
avenue, all depending ‘upon his char- 
acter, his capacity. and his ambition.” - 

It is the duty, he said, “to maintain 
the: self-reliant, God-inspired American 
spirit, it is the: duty: of life insurance, it 
is the duty of education, of the people 
as citizens to keep alive that principle 
that the American system may not col- 
lapse and depart from the -face of the 
earth.” 














Ideals 


Turse DAYS we hear much 
about New Deals, Raw Deals, Mis- 
Deals and Rare Deals, but the con- 
servative steady progress of this 
Company has been based upon the 
proposition of a Square Deal to 
policyholders and agents. 


After twenty-seven years we still 
believe that is the Ideal Deal. 
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NEWS OF THE FRATERNALS 





W. O. W. Opens New Office 


Modernization at Cost of $175,000 Began 
Year Ago—Completely Air 
Conditioned 








The newly transformed headquarters 
of the Woodmen of the World, Omaha, 
were opened for inspection. It is esti- 
mated 50,000 persons have inspected the 
building as guests of President De E. 
Bradshaw. Modernization of the block 
known as the Insurance Building, was 
begun a year ago, the cost being $175,- 
000. It is completely air-conditioned. 
In addition $150,000 was spent in mod- 
ernizing radio station WOW, operated 
by the society. Ground has been bought 
at San Antonio, Texas, where its war 





memorial hospital is located, increasing 
the total to 250 acres. The hospital has 
an endowment fund of $2,000,000 and is 
operated without cost to members. 





National Union Is Issuing 
“Master Certificate” Form 





The National Union Assurance has 
brought out a “master certificate’ on a 
20-year life plan with monthly pre- 
miums. The certificates will be issued 
in multiples of $500 from $1,000 to 
$10,000 except with accidental death 
benefits when no certificate will be is- 
sued with this benefit for exceeding 
$5,000. In addition to death benefits 
there is payable in case of accident 
causing loss of one hand, one foot or 
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A Legal Reserve Mutual Fraternal Society— 
over 38 years old 

a A Society strong enough to command the Re- 

spect of the Buyers of Life Insurance 


If you are interested write for Catalog 


EQUITABLE RESERVE ASSOCIATION 


Norton J. Williams, Vice President 
NEENAH, WISCONSIN 
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one eye, one-fifth of the face of certifi- 
cate without reducing death benefits. 
The monthly premiums are: 
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Modern Woodmen’s Rates 


on 314% Basis Announced 


The Modern Woodmen has distrib- 
uted its manual to representatives show- 
ing the new 3% percent American Ex- 
perience rates. These are, per $1,000, for 
several popular forms: 





Fam 
20 Yr. Gtd. Gtd. Inc 
Ord. 20 Gtd. Sett. Sett. 20 
Age Life Pay. Sett. at55 at65 Yr. 
$ $ $ $ $ $ 
a 16.60 25.01 44.14 24.30 19.34 19.50 
(Pe 16.93 25.38 44.21 25.12 19.83 19.88 
a 17.27 25.87 44.28 26.00 20.35 20.28 
ee 17.63 26.18 44.36 26.91 20.89 20.70 
of 18.00 26.60 44.44 27.89 21.47 21.15 
BO tees 18.40 27.03 44.53 28.95 22.08 21.62 
BOiaeas 18.81 27.49 44.62 30.08 22.74 22.11 
7 ee 19.25 27.97 44.73 31.31 23.48 22.64 
BSs.52% 19.72 28.45 44.83 32.63 24.18 23.20 
| 20.20 28.97 44.95 34.06 24.96 23.79 
BO A658 20.72 29.49 45.07 35.62 25.80 24.42 
Bais wacexe 21.25 30.05 45.21 37.26 26.69 25.09 
essere 21.82 30.63 45.37 39.10 27.66 25.81 
Beas. ce 22.42 31.23 45.54 41.20 28.68 26.56 
Oe a8 23.06 31.86 45.71 438.44 29.79 27.37 
es 23.74 32.52 45.91 45.91 30.98 28.25 
ee 24.44 33.20 46.13 48.65 32.26 29.18 
Oe 25.20 33.93 46.37 51.74 33.65 30.18 
1 eee 26.00 34.67 46.63 55.13 35.36 31.26 
BOs arte 26.84 35.47 46.94 58.99 36.91 32.42 
BOs f4k 27.75 36.28 47.26 63.38 38.59 33.67 
ee 28.69 37.16 47.63 68.41 40.41 35.02 
ee 29.72 38.07 48.04 74.23 42.40 36.49 
to 30.79 39.04 48.51 81.02 44.57 38.08 
| ee 31.95 40.06 49.01 89.08 46.96 39.80 
case 33.17 41.15 49.58 98.74 49.58 41.67 
’ | a 34.47 42.28 50.21 ... B2.00 sce. 
eee 35.86 43.49 50.92 55.84 .. 
es patel 37.385 44.79 51.71 59.54 
a 38.93 46.15 52.58 63.77 
i Ree 40.62 47.60 53.54 . 68.35 
eee 42.41 49.15 54.60 73.69 
Beanies 44.33 50.79 55.78 . 79.83 
RSE 46.388 52.54 57.08 86.96 
Bis steyre 48.56 54.41 58.53 95.36 
es - 50.88 56.42 60.11 105.38 
Bionic os 53.38 58.57 61.85 err 
( 56.03 60.87 63.78 
a 58.88 63.35 65.91 
= eee 61.93 66.02 68.23 . 
60.....65.18 68.88 70.78 
hee Ce eee eee 
ts osc 5 72.04 . tare 
Pee 75.84 ‘ ; 
es talon 79.91 
ee 84.28 
ee 88.82 ° 
Ge 93.69 





New Annual Premium Rates 
Are Brought Out by Society 





Annual, semi-annual and quarterly 
rates for various forms issued by the 
New England Order of Protection have 
been brought out in fine with action 
taken recently to publish these new 
rates in addition to monthly premiums. 
The new annual rates on the more 
popular forms at quinquennial ages per 
$1,000 are: 


Paid 20 30 

- Whole 20 End. up ar. JP. 
Age Life Pay at70 at60 End. End. 
16.. $11.64 $17.32 $12.61 $12.31 $37.88 $23.23 
20.. 12.76 18.72 13.98 138.68 38.11 23.5 
25 14.53 20.84 16.17 15.95 38.50 24.13 
30 16.84 23.45 19.11 19.12 39.10 25.09 
35 19.89 26.69 23.10 23.71 40.06 26.36 
40 23.95 30.76 28.70 30.76 41.68 28.70 
45 29.44 35.98 36.81 ove £4,806 -ass 
50 36.89 42.77 49.20 48.67 
55 46.80 51.52 69.57 we 
60 60.34 63.54 110.47 





Transfer to Federal Court 


Thirteen of the 15 fraternals sued by 
Superintendent O’Malley of Missouri for 
more than $5,000,000 allegedly due in 
back taxes, have secured transfers to 
the court of Federal District Judge 
Reeves. These societies are: Royal 
Arcanum, Woodmen of the World, 
Royal Neighbors, Ben Hur,, Woodmen 
Circle, Women’s Benefit, Yeomen, Se- 
curity Benefit, Modern Woodmen, C. O. 
O. F., Standard Life, and Aid Associa- 
tion for Lutherans. The Maccabees, 





— 


United Commercial Travelers ang 
Homesteaders are expected to file mo. 
tions for transfer. 





Seek to Liquidate Societies 


The Ohio insurance department has 
filed suit in the common pleas court at 
Columbus asking for authority to take 
over for liquidation the International 
Order of 12, Knights & Daughters of 
Tabor; St. Stephens Roman Catholic 
Young Men’s & Women’s Sick Benefit 
Society and the American Catholic 
Magyar Federation. 





Wisconsin Congress Meets 


The Wisconsin Fraternal Congress 
will hold its annual meeting Dec. 14 in 
the Republican hotel, Milwaukee. J.C 
Karel, president of the Equitable Re. 
serve Association, Neenah, Wis., and 
past president National Fraternal Con. 
gress, is head of the state congress and 
will preside. There will be a morning 
session, a luncheon at which the orig. 
inal Fraternal Underwriters Associa- 
tion will be the host and an afternoon 
session. 





Standard Life’s Form 


The Standard Life Association has 
brought out a 20 year endowment retire- 
ment income contract, limits _ being: 
Ages 16-50, $500 to $10,000; ages 50-55, 
$500 to $5,000. 


Death of H. W. Pfennig 


H. W. Pfennig, general agent of the 
Lutheran Mutual Aid of Waverly, Ia, 
in San Antonio, died last week. He had 
influenza. He had been connected with 
the organization since 1928. During the 
last few years he had jurisdiction over 
part of Texas. 








Illinois Congress to Meet 


The annual meeting of the Illinois 
Fraternal Congress will be held in the 
Sherman Hotel, Chicago, Jan. 21-22. 
The first day will be devoted to a wel- 
fare program, with banquet, and _ the 
second day to a school of instruction, 
election of officers and reading of pre 
pared papers in the afternoon. A lec- 
ture course is being planned by the con- 
gress, plans calling for 20 lectures, the 
fee to be $10. There will be taken up: 
principles and practices of life insur- 
ance, economics of life insurance, life 
insurance salesmanship and psychology 
of life insurance. It is hoped to start 
the course Feb. 4, to consist of lectures 
Tuesdays and Fridays, 5:15 p. m. to 
7:15 p. m., for five weeks. The class 
room will be at 127 North Dearborn 
street, Chicago. 





FORTIETH 
ANNIVERSARY 


@ Backed by forty years of 
service and progress and 
facing another era of 
achievement. 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebr. 


A legal reserve, fraternal benefit 
society which insures women 


and children 
Dora Alexander Talley Mamie E. Long 
Nationa! President National Secretary 
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There is nothing so feeble as a half- 
organized program. And it gets weaker 
each week. 

“On the average, you can’t afford to 
spend more than three hours in the 
preparation of each case. On the basis 
of a 35-hour week, you can’t spend more 
than 10 hours a week in program prep- 
aration or you'll lose money.” 

He said that about three years ago, he 
was asked to get up a prospect gauge 
and worked out the following: A— 
Prospects who make at least $100 times 
their age; B—Prospects who make $75 
to $100 times their age; C—Prospects 
who make $50 to $75 times their age. 

“There is just as much money to be 
made from a $3,000 a year man at 30 
as from a $5,000 a year man at 50. The 
30-year-old man will buy 10 to 14 pol- 
icies. The 50-year-old man is buying 
about his last policy. 

“You can make programming pay 
only in the A market. If 5 percent of 
your prospects fail to make the A grade, 
you must change your prospect list or 
you'll lose money in programming. 


Great Deal of Work 
Involved in Programming 


“You have to procure, preserve and 
present and do all the follow-up on 50 
programs to pay for $250,000. Fifty 
programs mean 600 hours in prepara- 
tion and follow-up; 12 hours a week. 

“More men fail from the ability to 
organize the complicated machinery in 
program selling than in making up the 
program. If you’re paying for $250,000 
and can’t do 70 programs in a year, 
don’t go in for programming. 

“You have to know the technical stuff 
—principles of property distribution; 
what happens to the property on the 
death of the man; if he has a will; if 
he hasn’t, what happens to it; the items 
that make-up the clean-up fund; ex- 
ecutor fees, administrator charges, etc.; 
wives’ rights under the law; the various 
taxes; why? You won’t get any pro- 
grams to do if you don’t. You have to 
know where it goes in order to build a 
picture. ; 

“People are not giving you informa- 


tion because of your good looks. Con- 
fidence is the basis. It comes from the 
belief you know your business. We 


are not lawyers. We make work for 
them. But we should know what hap- 





pens to the dollars we sell and those that 
pass through the same pot.” 
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“One young man went in to discuss 
mas ‘state planning. He found that part of 


the income came from a trust from the 
minister’s father. At the minister’s 
death, the income would go to his sis- 
ters; at their death, to his son. The 
minister and his sisters were all in their 
20's. It would be at least 30 years be- 
fore his wife received a dime. Investi- 
gation of the trust showed that he could 
withdraw $25,000. And he was only 
too happy to avail himself of the sug- 
gestion that he withdraw part of that 


— 
Get Your Best Producers 


Ready for 1936 Premiums 


———oooe 


See that your best producers are 
equipped with The National Un- 
derwriter in 1936. A gift sub- 
Scription will increase the recipi- 
ent’s volume of business. Events 
are happening fast in the insur- 
ance business today and it re- 
quires a live wire weekly to keep 
an insurance man up to date. The 
National Underwriter with its full 
staff of editors and reporters is in 
splendid position to give insur- 








Discusses Insurance Trusts 





Tremendous possibilities for the sale 
of life insurance in the field of busi- 
ness trusts were seen by B. S. Collins, 
assistant vice-president Old Colony 
Trust Company, Boston, in his talk 
before the New York Life Underwrit- 
ers Association. 

The life agent’s first job is to ferret 

out the problem in his daily travels. He 
then acts as consultant as to how life 
insurance will meet the needs of the 
business insurance trust in contempla- 
tion. The trust officer, he said, should 
be the first person the agent consults 
when he has found the problem. 
The trust officer, after consultation 
with the agent, should then write a let- 
ter to the prospect. In the letter, he 
mentions that the agent has cooper- 
ated in working out the suggestions. 


Function of Lawyer 


It has always. been found advanta- 
geous, Mr. Collins stated, if there is 
more than one man in the business, to 
have all his associates or partners sit 
in at a conference in the bank, where 
the prospect is usually brought by the 
agent for the conference. The bank at- 
mosphere lends a dignity to the trans- 
action which cannot be obtained either 
at the prospect’s or agent’s office. This 
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method instills confidence in the pros- 





pect’s mind and gives dignity to the 
agent in his eyes. 

The lawyer’s function is to give inde- 
pendent counsel to his client as to the 
law involved in the setup which has 
been worked out through the coopera- 
tive efforts of the prospect, agent and 
trust officer. His function then is to 
spell out in legal phraseology the busi- 
ness insurance trust instrument as well 
as the personal life insurance trust, 
which usually is a concomitant to the 
business insurance trust, in most cases 
a necessary adjunct to the complete 
estate plan. 


Using Sales Psychology 


It is necessary that the prospect co- 
operate with the other three, with com- 
plete confidence in each one, toward the 
successful completion of the program 
laid out. The proper solution of the 
problem can never be worked out, Mr. 
Collins said, if the prospect, lacking this 
confidence, fails to reveal all the facts 
necessary to an effective culmination 
of the efforts in his behalf. Each of 
these personalities has a definite con- 
tribution to make and no one of them 
should ever infringe upén the others’ 
fields, he said. 

Sales psychology is important. “Mr. 








LES IDEA 


OF THE WEEK 


STRESSES KNOWLEDGE OF NEEDS 


The San Antonio Life Underwriters 
Association had as guest speaker, C.-C. 
Robinson, editor “The Insurance Sales- 
man,” who spoke on “Prospecting.” He 
divided prospecting into two fundamen- 
tals—principle and method. The views 
on what prospecting means, he stated, 
vary widely. He stressed the impor- 
tance of. developing prestige—financial, 
social, political, and religious—and stated 
that policies are sold by agents to peo- 
ple who have some reason for liking 
them and that the man buying has not 
been sold by the agent who receives 
credit for the sale, but by the work of 
agents who have been calling and con- 
vinced the prospect that life insurance 
is a desirable thing. He urged that 
agents master their business and give 
the prospect the impression that they 
know their business, thus gaining pres- 
tige with the prospect and his associates. 
In connection with the selling of a large 
volume, he stated that a scientific 
study has proved that a man must have 
prospects six times the amount whom 
he expects to sell. That this volume 
shall be sold, he suggested, requires that 
the agent know the needs of the pros- 
pect. 





kK * 
YULE PROSPECTS LISTED 


Life insurance prospects especially re- 
ceptive to proposals at Christmas time 
were listed in a bulletin to members of 
the Minnesota agents by General Agent 
W. W. Scott of the Lincoln National 
Life at Minneapolis. 

Prospects are listed as follows: Friends 
who are anticipating Christmas with the 
greatest enthusiasm; grandfathers who 
want to see their grandchildren ground- 
ed in lessons of thrift; middle aged 
fathers whose grown sons may be having 
difficulty in keeping their heads above 
water; and men interested in organiza- 
tions who wish to offer financial aid. 

* * * 
FINDS SILVER LINING 

That dark clouds do have silver lin- 
ings is seen in an experience of E. M. 
Crandall, Lincoln National, Salt Lake 
City. When his son was confined with 
a severe appendectomy, Mr. Crandall 
found that nurses constituted a prospect 
group long neglected. He is now writ- 
ing a good volume from this source. 








close corporation going to do with his 
stock upon his death?” he said; “is one 
of the shots that will be heard around 
America in the next few years.” The 
agent did not ask the prospect what he 
was going to do with his stock upon his 
death, because the agent knew the per- 
sonalities, and he knew that the pros- 
pect of whom he asked this question did 
not like his associate’s wife and 
daughter. 

Of course the prospect answered that 
he did not know, or he had not thought 
of it, but he presumed his associate 
would leave his stock under his will. 
But when his thoughts continued in this 
direction, he realized that the stock 
would go under the will to the very wife 
and daughter whom he disliked. What 
then? 

“Simplicity must be the keynote of 
your relation and my relation with the 
public. We must set forth our thoughts 
and ideas in simple terms, and we must 
be professional in our ethics toward our 
public and toward each other.” 





@ Equip yourself for 1936 by filling in 
the enclosed subscription card today! 





Prospect, what is your associate in your 








28 


THE NATIONAL 


UNDERWRITER 


December 13, 1935 








ACTUARIES 











CALIFORNIA 











Barrett N. Coates Cari E. Herfurth 
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SAN FRANCISCO LOS ANG 
ILLINOIS 
J. C. Cameron W. W. Chambreau 


CAMERON & CHAMBREAU 
Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 
Organization, Management, Pensions, 
Agency Planning, Federal Tax Work. 
Washington Office, Shoreham Bldg. 














DONALD F. CAMPBELL 
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160 N. La Salle St. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
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Consulting Actuary 
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ALEXANDER C. GOOD 
Consulting Actuary 
Central Missouri Trust Company Bldg. 
Jefferson City, Missouri 
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500 Fifth Avenue New York City 














Established 1865 by David Parks Fackler 
FACKLER and BREIBY 
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Consulting Actuary 
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WITH INDUSTRIAL OFFICES 





Prudential Men Are Promoted 


Five Superintendents Appointed by Pru- 
dential, One Manager Named in 
Field Rearrangement 








The new superintendent of Chicago 
No. 12 district of the Prudential is G. 
G. Ward, formerly assistant superin- 
tendent in Chicago No. 10. He started 
his career with the Prudential as an 
agent in Chicago in 1925. Excepting 
two years, from July 2, 1928, until Jan. 
27, 1930, when he was attached to the 
Rockford, IIl., district, he has been a 
pen nena of the Chicago 10 dis- 
rict. 

He succeeds the late W. T. O’Rourke. 

H. E. Walters becomes superintend- 
ent at St. Joseph, Mo. He started his 
career in 1926, as an agent at Wichita, 
Kan., and two years later was made as- 
sistant superintendent. In 1929 he was 
transferred in that capacity to Hutchin- 
son, Kan., where he has since been lo- 
cated. 

Fred J. Deutsch is the new superin- 
tendent of the Brooklyn No. 14, having 
been promoted from an assistant super- 
intendent in the New York No. 20. He 
has been with the Prudential since 1926. 
Superintendent Widmer, formerly of the 
Brooklyn No. 14 becomes superintend- 
rent of the Woodhaven, L. L., district. 
His career with the Prudential began 
as an agent in Jamaica in 1923, and two 
years later he was transferred to Wood- 
haven as agent. The former superin- 
tendent at Woodhaven. R. R. Kestler, 
recently retired from active service. 

M. J. Auth becomes manager of New 
York No. 18 of the Prudential. A. B. 
Fleischer is superintendent of Brooklyn 
No. 13. Superintendent Auth started as 
an agent in Mt. Vernon, N. Y., Dec. 11, 
1922. He served as assistant superin- 
tendent and special assistant in New Ro- 
chelle and New York ‘City. He recently 
has been connected with the White 
Plains district. Superintendent A. W. 
Stuke, formerly in charge of No. 18, re- 
cently retired. Mr. Fleischer became an 
agent in New York City in October, 
1921. He served in that capacity in 
Brooklyn as well. In 1932 he was made 
eg ey superintendent in Brooklyn 

oO. 7. 


Celebrates 20th Year 


J. F. Jones is celebrating his 20th year 
with the Lincoln Life & Accident by 
making it the best business year since 
1929. He has been manager of the 
Oklahoma City district for the company 
15 years, having previously held a simi- 
lar position in the Muskogee district. 
With 24 agents he produced more than 
$100,000 ordinary in the week beginning 
Nov. 18, and a large volume of indus- 
trial. The goal set is $1,000,000 ordi- 
nary in the last three months. 


Hangs Up Record 

The industrial department of the 
Great American Life, San Antonio, 
Tex., now operating one unit under di- 
rect supervision of W. J. Hiller, secre- 
tary-actuary, and R. H. Swann, man- 
ager, with four superintendents and 16 
agents, during its first month of opera- 
tion produced a $100 debit and $42,000 
ordinary business. 
; Anniversaries Recognized 
_The Western & Southern Life has 
given banquets, celebrating 25th and 
| 30th service anniversaries to Manager 
E. B. Stukenborg, Chicago-Douglas 
Park, 25 years; Superintendent E. D 
Stafford,’ Cleveland-West, 25 years; 
Superintendent W. T. Hoeken, Lima, 
O., 25 years; at Dayton, O., Superin- 
tendent C. A. Robinson, 25 years and 
Agent C. R. Shelton, 30 years; Agent 
B. LaRoe, Norwood, 25 years; Agent 
J. McCormick, Columbus-South, 30 











years; Agent J. W. Beasley, Hamilton, 


25 years; and Superintendent J. E. 
Moore, Zanesville, 30 years. 





Honor Theo. Hansen 


WHEELING, W. VA., Dec. 12.— 
Commemorating his completion of 35 
years’ service with the company, the 
Metropolitan Life staff, Bellaire, O., en- 
tertained Manager Theo. Hansen at a 
dinner. J. H. Stevenson, Wheeling, re- 
tired manager, presented Mr. Hansen a 
silver service medal. Mr. Hansen opened 
the Bellaire district office, coming from 
Fairmont 3% years ago. 


Life of Virginia Changes 
Assistant R. E. Martinez of the Life 
Insurance Company of Virginia of New 
Orleans No. 1 has been made. district 
manager at Baton Rouge. Agent A. J. 
Bourgeois of New Orleans No. 1 suc- 
ceeds Mr. Martinez. T. L. Phillips of 
Birmingham has been appointed assis- 
tant manager there succeeding F. 
Montgomery. 


Kallmeyer Is Dead 


C. J. Kallmeyer, 71, for 30 years Mil- 
waukee district manager of the Metro- 
politan Life until his retirement in 1932, 
and associated with the company for 42 
years, died suddenly at his home in 
Milwaukee. 


C.L.U. NEWS 


TENDENCY TO SPECIAL TESTS 


“There is an increasing tendency for 
more special tests in life insurance ex- 
aminations,” intimated Dr. William 
Muhlberg, Union Central vice-presi- 
dent and medical director at the Cin- 
cinnati chapter meeting. “Life insur- 
ance was originally written without any 
medical examination at all. Then insur- 
ance companies formed the custom of 
having the doctor on their examining 
board to pass on applicants and appli- 
cations. Now, in larger cases, particu- 
larly at advanced ages, we ask for elec- 
trocardiogram charts, blood sugar tests 
and occasionally x-ray examinations. 
Occasionally, too, the Wasserman test 
is required, Dr. Muhlberg said. | 

“The usual history of such special tests 
is that they are first requested only in 
certain cases and then their use is grad- 
ually extended to applicants for small 
amounts and smaller ages. It is well 
known that a person 50 pounds over- 
weight has a mortality of 50 percent, 
but our research indicates that only 200 
out of 1,000 overweights are bad risks, 
and that if we knew how to segregate 
them we could issue standard insurance 
to the 800,” i ie 


PROGRAMMING DISCUSSED 


Programming was the topic for the 
November meeting of the Kansas City 
Cc. L. U. Bert B. Boyd, Northwestern 
Mutual, and Hiram Kincaid, Massachu- 
setts Mutual, discussed programming 
and a round table discussion followed. 

Officers for 1936 are: President, O. J. 
Neibel, Penn Mutual; vice-president, W. 
G. Nathan, Mutual Benefit; secretary, 
Ernest Gray, Kansas City Life. Dix 
Teachenor, million dollar producer of 
the Kansas City Life, heads the pro- 
gram committee. Meetings will be held 
on the third Monday of each month. 


Responsibility of Field Men 
for Company Profit Viewed 


(CONTINUED FROM PAGE 2) 


is now the case. The part-time agent, 
the one- or two-case broker, and the 
like, must be eliminated and our honest- 
to-goodness agent has got to be pro- 
tected if we are to build and hold the 
type of man whom we all want. 

















“These are some of the thoughts that 
are running through the mind of a man 


who carried a rate book for three year, 
served as manager 11 years, was a gen, 
eral agent 10 years, and is now about ty 
complete three years at the home office 
and who is free to admit that he ha; 
not yet solved the problem.” 

Mr. Whatley’s frank and _forthrigh 
treatment of the agency question in his 
address provoked much favorable com. 
ment among those at the dinner and op 
the following day among those at the 
Life Presidents’ meeting. 

At the afternoon session the Life 
Managers Association heard Presiden; 
M. A. Linton of the Provident Mutual 
Life talk on the social security act, and 
Manager F. L. Morton of the New York 
Life in New York City, on the tay 
approach in selling life insurance. E. VW, 
Allen, of Allen & Schmidt, general 
agents New England Mutual Life and 
president of the Life Managers Associa. 
tion, presided at the afternoon meeting 
and as toastmaster at the dinner. 




















It's great 
to have a 
friendly 
Home Office! 





I like to work for a bunch who 
knows my first name, knows how 
many kids I have, and who takes 
enough interest in my problems to 
come around and see me once in 
awhile. Little things like that tell 
me I’m with the right company. 


Write for your copy of “Field 
Features”, addressing agency in- 
quiries to J. DeWitt Mills, Vice-Pres. 


There's a place 
for you in 


Centeal States 


Let's talk it over 


CENTRAL STATES LIFE INSURANCE CO. 
St. Louis Geo. Graham, Pres. 
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¢ RECENT COURT DECISIONS . 








Renewal Commission Question 


Subagents’ Allowance Does Not Pass to 
Trustee in Bankruptcy of General 
Agent, Court Decides 





The United States district court of 
the western district of South Carolina 
has decided some interesting points in 
connection with the payment of renewal 
commission where a general agent has 
gone into bankruptcy. ‘The case was 
Equitable Life of N. Y. vs. 
et al. 

Roddey was the general agent. Under 
his contract he had the right to appoint 
subagents, who should have no claim 
against the Equitable Life. _Commis- 
sions were paid by the Equitable 
through Roddey upon statements pre- 
pared by the cashier of the agency and 
which showed the amount of commis- 
sion due to subagents and the general 
agent. 

In 1933, however, Roddey requested 
the Equitable to pay direct to the sub- 
agents the commissions coming due to 
them from the general agent. The 
Equitable acceded to this request. 


Status of Special Salary 


In May of 1933 the Equitable cre- 
ated the position of commander of the 
Equitable Veterans Legion and awarded 
the position to Roddey at a salary of 
$10,000 a year. The amount and dura- 
tion of the compensation were to be 
subject to change from time to time by 
the Equitable, depending upon the value 
of the services to be rendered. The 
Equitable has resisted the contention of 
the trustee in bankruptcy that the sub- 
agents are merely common creditors of 
Roddey. 

The court held that the subagents 
now have a right to look to the Equit- 
able itself for payment of their share 
of the accruing renewals. Through its 
practice in the past, the company has 
admitted its liability to the subagent. 


Considered Himself Trustee 


Stewart 


Roddey at all times considered him- 
self a de facto trustee for the subagents 
as to the funds which came into his 
hands and which were payable to the 
subagents as their share in the commis- 
sion. Funds, of which Roddey is a 
trustee, do not pass to the trustee in 
bankruptcy. 

As to the salary paid to Roddey as 
commander of the Equitable Veterans 
Legion, the court said this does not 
pass to the trustee. It is not closely re- 
lated to past services prior to bank- 
ruptcy but is closely related to his future 
services. Its legal existence is depend- 
ent upon many contingencies. It is not 
of that definite and certain nature neces- 
sary to constitute property which would 
pass to the trustee in bankruptcy. 

However, the court held the trustee 
in bankruptcy is entitled to the over- 
writing commissions of Roddey except 
the 1 percent that is allowed as a col- 
lection charge. Such overwriting com- 
mission, the court found, constitutes re- 
ceipts that are practically the automatic 
result of past services rendered the 
Equitable Life. 


Exception Is Not Allowed 


In view of the incontestable clause 
of the policy and the Texas law, an in- 
surer may not defend after the expira- 
tion of two years upon the ground that 
the cause of death of the insured was 
a risk not insured against, the Texas 
supreme court has held in Atlanta Life 
vs. Cormier. : 

The insurer pleaded that at the time 
the policy was issued the insured was 
afflicted with epilepsy, from which he 
died and the policy provided no death 
benefit was payable when the death was 
the result of a disease contracted prior 
to the date of the policy. 





Can’t Change the Beneficiary 


Court Finds Insurer Acted Without Au- 
thority in Making Change on 


Its Own Initiative 





The Tennessee supreme court has 
ordered the proceeds of a policy paid 
to the man who was originally named 
as beneficiary, where the insurer on its 
Own initiative changed the beneficiary, 
when issuing the policy, relying on an 
option on the face of the application. 
‘he case was Merriam vs. National 
Life & Accident. 

Kelly, administrator of the estate of 
Kuu.ght, the assured, sought to recover 
because the policy on its face named 
as the ber.ficiary, “Estate of the as- 
sured.” 

The signed application showed that 
Merriam was named as the beneficiary, 
“age 40, relationship none.” 

Kelly contended that the company 
had the right to change the beneficiary 
and did so on the theory that the main 
beneficiary was without insurable in- 
terest. 


No Authority in Clause 


The court held that the clause under 
which the insurer undertook to change 
the beneficiary did not provide for such 
procedure. 

The contention is made that the pol- 
icy, if issued with Merriam as the bene- 
ficiary, would have been uncollectible 
because of the rule requiring the bene- 
ficiary to have an insurable interest. 

This contention cannot be upheld, ac- 
cording to the court, because the in- 
sured was himself taking out and pay- 
ing tor the insurance for the benefit of 
a third party. That situation is not to 
be confused with the third party pro- 
curing and paying for the insurance on 
the lite of another. ; 

Furthermore there was a relationship, 
although not by blood, between Mer- 
riam and Knight. 

Knight who was abandoned by his 
family, was taken into the home of 
Merriam and treated as a member of 
the family and was buried from Mer- 
riam’s home. 

The court furthermore held that the 
fact that the policy was accepted and 
retained with the change of beneficiary 
does not constitute a binding ratification 
of the change. The insured’s attention 
should have been called to the change 
so that he would have had an oppor- 
tunity to accept it or reject it. 





Letter From Judge, Due Proof 


A letter written by a judge, the day 
after an assured was adjudged insane, 
and received by the company at its 
home office, informing the company that 
the assured had been adjudged insane 
and committed to the state asylum, con- 


nent disability, according to the Illinois 
appellate court, third district, in Drake 
vs. Bankers Reserve Life, et al. 

Instead of acting upon the notice of 
the judge as to the insanity, the com- 
pany took the position that the due proof 
must be made upon forms furnished by 
it. The court found that in view of the 
mental disability of the assured, the 
notice received by it in the letter of the 
judge, was sufficient to put the company 
upon inquiry to determine whether it 
was liable. 





Law on Application Doesn’t 
Cover Fraternal Societies 





The Oklahoma supreme court in Na- 
tional Benevolent Society vs. Rus- 
sell, has held that the law providing that 
the application for a life insurance pol- 
icy shall not be considered a part of the 
policy or received in evidence unless a 
correct copy is attached to the policy 
has no application to certificates issued 
by insurers operating on the fraternal 
plan. 

Where the insurance certificate pro- 
vides for limited liability in case death 
occurs from certain causes, such provi- 
sion is enforceable, and the insurer, 
upon showing death resulted from any 
of the enumerated causes, is liable for 
only the limited amount provided there- 
for in the policy or the by-laws which 
are made a part of the policy, and the 
fact that the insurer’s agent or the com- 
pany, at the time of the issuance of the 
policy, had knowledge of the insured’s 
physical condition would not avoid the 
effect of the condition in the policy or 
by-laws. 

Where the beneficiary causes someone 
to furnish proof of death for her, and 
such person. furnishes a copy of the cer- 
tificate of death recorded by the bureau 
of vital statistics, such statement in the 
death certificate is competent evidence 
against the beneficiary as admission. 





Self-Made Wound Not Accident 


The Alabama supreme court under an 
accident policy denied liability for dis- 
ability caused by infection following the 
opening of a pimple by the assured. The 
case was Nordham vs. Metropolitan. 
The court held that whatever visible 
wound there was on Nordham’s face 
was intentionally inflicted. Under the 
policy, the wound must not only be 
visible, but must have been caused by 
violent and accidental means. Although 
the injury and disability may be in a 
sense regarded as accidental, yet the 
wound through which the infection en- 
tered the body must have been caused 
by accident. This wound was inten- 
tionally made by Nordham and while 
the results were unexpected, unfore- 
seen and unusual, the policy precludes 





stituted due proof of total and perma- 


a recovery. 








Efforts to collect from the Pacific 
Mutual Life the amount paid for a sin- 
gle premium immediate annuity, where 
the assured committed suicide before the 
first monthly payment became due, have 
ended unsuccessfully in the ‘California 
district court of appeals, 4th appellate 
district. The case was Coyne, admnr. 
vs. Pacific Mutual. 

The annuity was issued May 9, 1932, 
for a single premium of $10,000, the 
monthly payments to be $90.10. The 
assured was 66 years of age. He ended 
his life May 26 of that year. 

The administrator sought to collect the 
amount paid for the policy on the ground 
there was no consideration for the con- 








| Can’tGet Annuity Premium Refund 


tract, because death occurred before any 
payment became due. The court, how- 
ever, held that the Pacific Mutual had 
agreed to pay $90.10 to the annuitant 
each month so long as he lived and this 
agreement constituted an ample consid- 
eration. The fact that death occurred 
before any such payments became due 
does not change the situation. 

The administrator also contended that 
an annuity contract of this nature was 
ultra vires as to the Pacific Mutual on 
the ground that the act under which the 
Pacific Mutual was organized does not 
permit the writing of an annuity unless 
it is connected with an insurance con- 
tract. This contention the court dis- 
missed. 





Insanity Doesn’t Alter 
Provision as to Options 





Insanit~ during the period prescribed 
for exercising options for the disposal 
of a policy, after default in premium 
payments, does not operate to extend 
the running of that time or extend the 
period or change the rule that the option 
must be exercised within the designated 
period. This was the decision of the 
Connecticut supreme court of errors in 
holding for the insurer in Borto vs. 
Metropolitan Life. 

Marion Borto was the assured. She 
became mentally incompetent in 1932 
and died Feb. 5, 1933. ‘The policy pro- 
vided that after premium had been paid 
for two years the owner or assignee 
within three months after the due date 
of any premium in default should be en- 
titled to the cash surrender value, paid 
up whole life insurance or paid up term 
insurance. It provided if one of these 
options was not availed of the policy 
would be continued as paid up whole life 
insurance. By reason of her insanity 
the assured was unable to exercise the 
option and the beneficiary did not know 
of the existence of the policy until after 
her death. The beneficiary sought to 
require the company to pay the full 
amount of the policy as paid up term 
insurance. 

The court said it is established that 
courts have no power to ignore or vary 
express stipulations of the parties as to 
the effect of the non-payment of pre- 
mium or other conditions essential to the 
continuance of the policy and continued 
liability of the insurer for future losses, 
although more latitude is exercised as to 
conditions pertaining to losses and lia- 
bility already accrued. The options here 
involve the former class. 


Insurer Must Look to the 
Employer for the Premium 








Where an insurer, through its ar- 
rangement with the insured, accepts 
monthly premium payments trom the 
insured’s employer for a period of 18 
months, and insured had _ sufficient 
money earned for the purpose of pay- 
ment, it was the duty of the insurer to 
look to such employer, or to notify the 
insured of its intention to look directly 
to him for the payment and the failure 
to so notify the insured will estop the 
insurer from defending a suit on the 
policy for nonpayment of premium. This 
is the decision of the Oklahoma supreme 
court in holding against the insurance 
company in Equitable Life of N. Y. vs. 
Davis. Davis alleged that he and other 
employes of the city of Tulsa took out 
policies and it was agreed that premium 
payments should be made by and 
through the city of Tulsa from wages 
earned by the employes. 





Disability Is Incontestable 


In a life policy with a one year in- 
contestable clause that contains the in- 
come disability benefit, the defense of 
fraud and misrepresentation in the orig- 
inal procurement of the policy is not 
available to the insurer as a defense in 
connection with the disability clause 
after one year has passed. This is the 
decision of the Iowa supreme court in 
Wilson vs. Equitable Life of Iowa. 

_ The court stated that nothing is found 
in the provision to the policy which re- 
serves for the company the right to 
contest the validity of the contract on 
the ground of fraud or misrepresenta- 
tion in the acts of the party leading up 
to the issuance of the policy. Therefore 
the incontestability clause must stand 
as written. 
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soa An Ageney Christmas Gift w= 


Dear Mr. Manager: 


Perhaps you haven't considered the advantage of making a single gift to your entire group this 
Christmas. Most of the time we think only of individual remembrances. 


But, your men have done excellent work this year and they would undoubtedly be grateful this 
Christmas if you would give them a gift which not only expresses your friendship but something which 
they could use the whole year through to put extra money in their own pockets. 


We believe the best gift of this kind is The Diamond Life Bulletins. 
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The Diamond Life Bulletins, 

420 East Fourth Street, 

Cincinnati, Ohio 
Enter my order for The Diamond Life Bulletins Service to be shipped December I5th as | desire to give this 
Service to my Agency group as a Christmas present. ; 
0 Enclosed find check for $4.00. Send the Salesmanship Section and a contract calling for 11 monthly pay- 
ments of $4.00 each. 
© Enclosed find check for $3.00. Send the Statistical Section and a contract calling for 11 monthly pay- 
ments of $3.00 each. 


0 Enclosed find check for $6.50. Send the Complete Service (Salesmanship and Statistical Sections) and 
contract calling for 11 monthly installments of $6.50 each. 


Company 
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Street Address 


City and State ; 
ee 


66 hh 6 a hk hh hh FS PF EP SP TO SE FP ST SO ST SP ES PO 


(@ 
j 
{ 4 
l 
l 
( @ 
_ 
i 
7 
(3 
) a 
i 
(3 
( 
i @ 
1 @ 
(@ 
( @ 
i 
(a 
(@ 
4 
. 
i 
4 
i 
(@ 
(4 
4 
ia 
(a 
( 
(4 
( @ 
(@q 
ia 
(q 
(q 
(@ 
l@ 
(q 
iq 
1 4 
. 
. 
(a 
(4 
ia 
i 
( 
l 
i 
i 
l 
i 
( 
i 
i 
{ 
/ 
} 


eid die de ee ae ee eee i i i 
a 


eee de aie ede et ee a ee 


k 





